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The LAND of HOMES 


AMERICA is a country of home makers. Dotting the area about any great « 
will see countless numbers of typical American homes 


Travel through the count 
and you will see Americas main streets and 


farm homesteads 

What basic idea makes all of this posstble ¢ 
owned outright. The owner preters to havc 
su he assumes a mortgage. 


It is seldom you will find one oi 
yuiside sources carry a part of his investment an 


3ut before the mortgage can be effected there must 


= 


he some evidence Oo! eood t ie 
owner's part. It is here that insurance enters the picture. The bank, mortgage company or individual | 
who is loaning the money considers insurance as the guarantee of faith 
And so insurance becomes the constructive force that helps Americans build and own their homes 
be 
’ is is ap ertisement by Tl j «e ’ ' cw York resentiy ao eee 
th Place wh 1 Insurance fa s as a ’ 


atioi tindepender 
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Windstorm > , y 
leaves destruc- UY 
tion in its path and = Y 
means loss to prop- = 4 
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that the wind can do is 
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beyond human con- SF 
trol, but the loss to a GY 


business owner’s fi- 
nances and credit can 
be controlled by insur- 
ance. Complete Tor- 
nado protection would 
include contents as 
well as building cover- 
age — and Business \: 
Interruption Indem- 
nity and Profits in- 
surance. 
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Office Management 


~ How to Solve Its Problems 


By E. L. Carter 


Asst. Secy., Cleveland Association of Credit Men 


N experienced and successful 
credit manager recently ex- 
pressed to me the conviction 

that an acquaintance among the mem- 
bers of the credit profession was 
more necessary than is the case in 
any other profession because of the 
help that credit managers can be to 
each other and to their firms. 

Back in April, 1925, a member of 
the Cleveland Association of Credit 
Men, who knew the value of group 
discussion, conceived the idea of 
forming a local group for the pur- 
pose of discussing office management 
problems as they relate to the Credit 
Manager. With the assistance of the 
Cleveland Association office, all mem- 
bers were notified and asked to at- 
tend a meeting if interested. Some 
65 members responded; and thus the 
first Office Group for 
Credit Managers was formed. 

The success of the plan, from the 
very beginning, has been due largely 
to the initiative and guidance of its 
founder, C. R. Metcalf, Credit Man- 
ager of the Manufacturing 
Company. Elected Chairman at its 
first meeting, he is now serving his 
third year. He is also a director of 
The Cleveland Association of Credit 
Men and takes a prominent part in 
all of the Association’s activities. 

Here is a partial list of the topics 
discussed : 


Managers’ 


Oster 


Functions of the Office Manager 
Office Appliances 

Filing Systems 

Billing Methods 

Reception of Visitors 

The Switchboard 

Vacations 

Mailing Data 

The Office Manual 

Bonus and Piece Work in the Office 
Selection and Training of Employees 
Handling of Correspondence 
Inventory 

Accounting methods 


How Long Do You Keep 
Your Records? 


Many worthwhile experiences and 
ideas are brought out at the meetings. 
"Some member is usually asked to 
lead the discussion, and takes fifteen 
or twenty minutes to present the sub- 
ject. Forty minutes or so are de- 
voted to asking and answering ques- 
tions. Members reported the follow- 
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General Correspondence | develo 

(23 men reported ) state 

Minimum—3 years » would 

Maximum—10 years ping ir 

2—since company started compe 

\verage of 21—5'%4 years senfel 
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Sales Books—(Invoice Copies) was a) 

(19 men reported ) ' Tra 

Minimum—-5 years delaye 

Maximum—10 years ; taking 

5—since company started discus 

\verage of 14—6% years made 
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Purchases Invoices & Vouchers each 

(19 men reported) to its 

Minimum—2 years the I 

Maximum—15 years } that t 

l—since company started terms 
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Pay Checks (Receipts for Employ- It 
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(16 men reported ) ! ing V 

Minimum—2 months oppor 

Maximum—12 years B ers— 

+—since company started tomer 
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Accounts Receivable Records cal It 
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1—15 to 20 years meml 

16—since company started custo 

All 

Accounts Payable Records ment 

| 18 men reported ) quent 

1—3 years order 
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Through the efforts of the Group, } decid 

and particularly of its Chairmam, | lectic 
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n, A. C. M. Trade Groups 
Report Active Progress 
ROGRESS is reported by the 

National Sausage Casing Deal- 
ers Association affiliated with the 

National Association of Credit Men 

jor credit purposes,—which held a 

meeting in New York on January 24, 

and by the Ceramic Supplies Group 

of the N. A. C. M. which met at 

Trenton, N. J., on January 25. 

The N. S. C. D. A. decided to 
develop a standard form of financial 
statement blank for the trade that 
would be suitable to the sausage cas- 
ing industry. A special committee 
composed of Alfred Brand, J. Ro- 
senfeld and E. Balestier, Jr., Execu- 
tive Secretary of the N. S. C. D. A., 
was appointed to develop this form. 

Trade abuses, such as unjust and 
delaved returns of merchandise, the 
taking of unearned discounts, were 
discussed at length—and a ruling 
made that while no definite terms 
could be agreed on, whatever terms 
each member house chooses to give 
to its trade must be lived up to to 
the letter. The point was stressed 
that the importance lies not in what 
terms are given but in the strict ad- 
herence to the terms whatever they 
may be. 











It was agreed that—after a proba- 
tionary term of three months, dur- 
ing which members would have the 
opportunity to educate their custom- 
ers—any member permitting a cus- 
tomer to abuse terms or unjustly re- 
turn merchandise would be subject 
to discipline. 

Earnest co-operation with the Lo- 
cal Interchange Bureaus of the Cen- 
tral Credit Interchange Bureau Sys- 
tem was urged and agreed to; and all 
members have now filed their lists of 
customers. 

All members have entered agree- 
ment to file all claims against delin- 
quent debtors with the Secretary, in 
order that claims may be concentrat- 
ed in his hands for co-operation with 
local Adjustment Bureaus of the Na- 
tional Association of Credit Men. 

The Ceramic Supplies Group also 
decided that all adjustments and col- 
lections should be handled through 
the Secretary of the Group, who 
would co-operate with the local Ad- 
justment Bureaus. 

It has been made a rule that no 
member of the Ceramic Supplies 
Group would accept notes or other 
paper from debtors without first re- 


ferring the matter to the Secretarv 
of the Group. 
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Play 
Safe. 


Certainty regarding legal phases of your credit problems 
will be increased by your use 


of the 


Revised 1928 CREDIT Diary 


and 


MANUAL OF COMMERCIAL LAWS! 


i Between 300 and 400 revisions and — 


additions have been made!! 


Any one of these changes in state laws 
and regulations may be of vital signifi- 


cance to you. You can afford to be 
certain. 


If you are not familiar with the com- 
prehensive scope of the book read this 
brief outline — 


The full text of the Bankruptcy Law with the recent 
amendments explained; list of referees, complete record of 
the many important changes made in State Laws affecting 
credits, secured from the Advisory Editorial Board of At- 
torneys which covers every State in the Union; information 
in convenient form on Sales, Contracts and Cancellations, 
Guarantees, Liens, Exemptions, Foreign Corporations, Chat- 
tel Mortgages, Consignments, Negotiable Instruments, Ac- 
ceptances, Trusts and Combinations, Liability, Bulk Sales, 
Assignments, Bad Check Laws, Attachments, False State- 
ments, Claims, Income and Stamp Tax, Postage Rates, Air 
Mail, a list of 100 Business Books, etc. 


and order today 


N.A.C.M. © 


1 Park Ave. ® 
Me. Bio ees DL 


fod’ tor Price $4.00 Limited Edition 


and Manual, or [ ] 
Enter order and bill 


in due course. (3) Sent on 5 days’ APPROVAL to any N.A.C.M. member. 
(Individual) Just write on your order, “Send on approval’ 


NATIONAL ASSOCIATION OF CREDIT MEN 
ONE PARK AVE. NEW YORK 
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Coddling 


~ GUESS I won't tackle Hopkins till tomorrow,” remarked the 
son of the Company’s president as he finished a light but care- 
fully selected lunch. “I’m not feeling just right.” 


The hard-bitten old treasurer of the company set down a coffee cup 
that had almost reached his lips 


“What's the matter with you?” he asked with a penetrating glance 
that should have warned the young man. 


“Oh, not quite fit, that’s all. I can’t do my best unless I’m feeling 
right.” 


“Well, if your father and I had started this company with any 
such coddling principle in mind, he’d still be a low-paid salesman on 
the road and I’d be a third assistant cashier. Furthermore, this com- 
pany—and the job you are ornamenting right now—would not exist.” 
The word “exist” came hissing. 


“Of course there’s no sense in a man’s driving himself through 
a day’s work when he is really sick—although generally at the end 
of the day he is no worse off than if he had quit. But easing up the 
pressure because you're not feeling just right—why 


“Tl heard a man at a National Association of Credit Men Con- 
vention make a ten-strike with an address that lasted over an hour. 
Later I learned that while he was unfolding his elaborate argument and 
answering the questions that followed, a headache was splitting his 
head apart. 


“T’ve seen doctors, business men and women, teachers, musicians, 
carry on—see the job through—when they had ample pretext for quit- 
ting. 


‘Every record of warfare tells of the performances of wounded 
men in battle. And I knew a man, whose fame rests on two great peace- 
time achievements, who carried for forty-five years an open wound 
received in battle in the Civil War.” 


Scarcely noticing the abashed young man opposite him, he seemed 
to gather virulence as he went on: 


“If your expensive education (your father wasn’t coddling himself 
during those years) included a little history, perhaps you have read that 
a great religion was founded by one epileptic and an empire was built 
by another.” 


“You're absolutely right,” said the president’s son. “I'll see that 
job through this afternoon. Will you look over the final draft of the 
Hopkins agreement so that I can take it with me?” 


They were on the way out of the lunch club. “The agreement ? 
Yes, I’ll look it over. But not this afternoon. I’m feeling a little seedy, 
and I think I’ll go out and get the pro. to teach me some golf.” 


RX 
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CasE Persons ConvicTED CHARGE SENTENCE Ret 
Ardent Garment Co. Fred Greene Concealment of books and money Four months 3 years probation 
Elaine Dress & Costume ; 
_ Hyman Randell ~ ee 60 days 
- i Se eiins Mfeene Concealment of asset: 6 ders 
. ; i 
Star Furn, & Carpet Co. r no r a . 18 ths 
Rast: Mistemeedl: &. I. Walter Fox Violation of parole months | 
Charles E, Clutter Co. . ae ar. r son of Section 215 U.S.C.C. Placed on probation for three E 
Washinnton, Pa. Charles E, Clutter Violation of Section 215 U.S.C. C. ae faith at 
: ‘ ; ‘ tegrit 
Steve Burich wa . ~ alt iota. Three mos. in Allegheny County pitese™, 
Secestsle Me. Steve Burich Concealment of assets Jail world, 
Fred C. Huntington . . . ¢ ° could n 
‘Geondon, Pa Fred C. Huntington Violation of Postal Laws Deferred all reli 
Abraham Mitgang Abrahams Miteane Vio. Sec. 298. N.B. A 60 days Lake County Jail, Wau- am an ( 
Chicago, Ill. —_ eee Se ee ae OOO kegan, III. many tl 
o_o to destr 
Oxford "Miss Ike Groskind Vio. Sec. 29B, N. B. A. One year in Jail, $100.00 Fine himself 
Natl Col 9 months County Work House ge oth 
Nathan Cohen T ~ rT: Tne? i 2 s Oo yV ork use, ; 
Cleveland, Ohio Nathan Cohen Vio. Nat'l Bankruptcy Act Dayton, Ohio to-day 
rights ¢ 
Sol. R. Siegel Vio. Sec. 29-B Fine $3000.00 Fis rem 
Sol. R. Siegel aay oo i Vio. Sec. 29-B 6 — on County feel to’ 
o*gs ackson, Mich.) Jail, Fine $500. aa 
ere; ae. S. P. Poling Vio. Sec. 29-B Fine $1500.00 J when ir 
(Jackson, Mich.) and ask 
Hyman Adelberg Hy ae SPC sl ae : ‘ . = ance. 
Ricten. Siar. Bilis Iyman Adelberg 125 P. C. Perjury Sentence withheld pending appeal Bend th 
Leo K. Brenner Leo K. Brenner uc c 5 months County Jail and $5000 9 @ pou 
Kansas City, Mo. Fine _— V 
Harry >. Siegele, Harry S. Siegele Concealment of assets 18 mos. each Federal Prison, Leav- to defi 
Chicago, Til. Isaac Friend enworth, Kansas unto hi 
eee pi es bs ‘ | 
Davi | L. Wertheimer <i. D. 2. ee. oe 4. 4 months Dayton Workhouse, That 
Cleveland, Ohio . e 7 Concealment of assets Dayton, Ohio Ward h 
Frank J, Burk #my bes 
nell yg Frank J. Burkhart So Acer: U2S5C. C. 30 days Workhouse es 
a f 
Joe Stumbo ai . . ; One year one day Federal Prison, fone, [ 
McDowell, Ky. Joe Stumbo Vio. Sec. 215 P. C. Aslonte , : 
} ceived 
Edward A. ss ~~ ley 
emote. Ser Edward A. Carr Vio. Sec. 215 C. C. Fine $700.00 _ 
mn ¢ 
L. D. Berkow : 
Cleveland. Ohio L. D. Berkower US: BoAorT, S.C Cc 4 months Workhouse succeed 
ae . Justice 
Shaddy Bros Mercantile 
Co. Kelly J. Shaddy Use of mails to defraud 1 year 1 day Federal Peseta p means 
Walsenburg, Colo. Leavenworth, Kan., Fin was fi 
Novelty Import Co. Wm. Rosenthal Cees. ane from Lepr a in 6 a a and Cout- Emotive 
Sen Prenr Pes . 3ankrupty—aiding and abetting y of San Francis 
: ranctsco, Cal. Edna Rosenthal Concealing of assets 1 year same Jail, granted probation onl 
Work s 
Suggestion: The above information will enrich your credit files! Awill di 





followi 
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eep Crooks Out of Business 
Retailer, Jobber, WholesalerShould Unite to Crush Them 


President and 


HE definition of Credit in our 
dictionary is belief, faith, 


trust. If we did not have 
faith and belief in the honesty, and 
integrity of our fellow man, this 
E world, or the business world at least, 
could not function. All businessess, 
all religions are based on faith. I 
am an optimist. I do not agree with 
many that this world is fast rushing 
to destruction, that every man is for 
himself regardless of how it affects 
the other fellow. I think the world 
to-day is more thoughtful of the 
rights of others than ever before. It 
Fis remarkable how kindly creditors 
feel towards an unfortunate debtor 
when in his trouble he comes to them 
and asks for their advice and guid- 
gance. If the man is honest, he will 
Sfind that his creditors do not want 
“a pound of flesh.” On the other 
hand, when a man deliberately plans 
¥to defraud his creditors—“Woe be 
#unto him.” 
} That, at least, is my attitude to- 
iward him. I am determined to use 
my best efforts to punish the com- 
#mercial crook, and when I run into 
one, I never let up until he has re- 
}ceived his just deserts, because I 
believe that is the best way to keep 
Fdown crookedness. Recently I have 
succeeded in bringing one man to 
justice after three years’ effort. It 
g™eans nothing to me except that I 
was fighting for a principle. My 
motive was not revenue but justice ; 
hand I think that not only will the 
work save other firms money but it 


Awill deter some other crook from 
following in his steps. 
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By W.A. Williams 


Treasurer, Williams & Reed, Inc., 





W. A. WILLIAMS 


A friend of mine recently, on hear+ 
ing someone remark that Mr. Wil- 
liams was hard-hearted, said, “No, 
Mr. Williams is not hard-hearted, be- 
cause to be hard-hearted a man must 
first have a heart.” 

I am a firm believer in sentiment 
in business. Much of the growth 
of our wholesale dry goods business 
has come through building up small 
merchants by giving credit on senti- 
ment if you want to describe as sen- 
timent the belief in a person’s inher- 
ent honesty. There was a woman, 
for instance, who started a business 
in a little South Virginia town with 
only $1,200 capital. I believed ab- 
solutely in her integrity, and I knew 
the training she had had in merchan- 


Richmond, Va 


ising by selling in other stores, and 
I allowed her credit with us to run 
as high as $1,200 when I knew she 
was indebted to other companies as 
well. Her trade is worth something 
to us now. We are constantly hav- 
ing similar experiences with young 
people who start out with little cap- 
ital but every intention of conscien- 
tiously meeting their obligations. 


Don’t Sell a Crook! 


But never will I allow one cent’s 
credit to any one who has gone 
through a dishonest failure. To con- 
tinue to sell a crook, or to sell one 
who is not known to be a crook 
merely from lack of sufficient investi- 
gation destroys the work of the 
Credit Protection Fund which has 
heen raised by members of the Na- 
tional Association of Credit Men to 
prevent and prosecute fraud. Be- 
fore a new account is put on the 
books, a Credit Manager should take 
every precaution to see that it has 
no unsavory past history. 

The way to destroy the crooked 
merchant is for the credit managers 
to stand together on rules as un- 
changeable as the law of the Medes 
and Persians. In the first place, it 
is my conviction that in the case of 
a failure, no compromised settlement 
should be accepted until a thorough 
investigation has determined whether 
there was any fraud or not. Many 
creditors are too ready to salvage 
whatever they can of their losses 
without waiting to find out whether 
it is the right thing to do or not. To 


make an investigation means time 
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and trouble and expense and per- 
haps in the end no financial gain. 
When you have got to take a loss, 
some say, why not go on and take it 
without bothering about whether it 
involves incompetence or criminality ? 

But aren’t those of us who are 
charged with the duty of keeping up 
honest standards in the obtaining of 
merchandise shirking our responsibil- 
ity when we slide over a situation 
like this? And what about the fu- 
ture of credit? I claim that we should 
do more than consider pulling out 
to the best advantage when there 
has been a fraudulent failure. Let 
us forget dividends and punish crime. 
Such an action will have a deterrent 
effect on other men who may have 
no scruples against victimizing the 
Credit Manager. 

There has just come to me an offer 
from an attorney for a merchant who 
has gone into bankruptcy to pay 
twenty-five cents on the dollar in 
settlement of his account with our 
house. I am writing to the entire 
list of his 129 creditors asking them 
to stand with me against this com- 
promise. If we combine and handle 
this affair through our bureau, we 
can control the situation. If it is an 
honorable failure, we shall be in a 
position to do the fair thing by the 
debtor ; if it is not, we shall have the 
necessary information to prosecute. 


Crime Should Be Punished 


We Credit Managers can have 
further influence in keeping the crook 
out of business if, whenever a debtor 
is investigated and fraud is shown, 
we refuse to sell that man again un- 
der any circumstances. We should 
not be a party to his rehabilitation. 
Is it right, is it fair, to start this man 
again in competition with the hon- 
est merchant who has been loyal to 
us, is laboring hard to make an hon- 
est living, and is assisting us in mak- 
ing a livelihood? No, he should be 
cut off, ostracized, and as the leper 
of old met with the cry, “Unclean, 
unclean.” Some crooks do not seem 
to feel the disgrace of a prison term; 
but the fear of commercial ostra- 
cism will make them realize that hon- 
esty is not merely the best but the 
only policy to practice. If we Credit 
Managers take such a stand as this, 
what a wonderful strengthening to 
the work being done by the Credit 
Protection Department. We have a 
grave responsibility upon us. We 
have in our power to do more than 
could any Credit Protection Fund 


I N the territory covered by his 
house, Mr. Williams is well 
known as an indefatigable prose- 
cutor of the business crook. He 
will begrudge neither time nor 
money spent in bringing to the 
bar of justice any man who has 
obtained goods by deliberate mis- 
representation; he is an unmerci- 
ciful foe of the criminal bankrupt. 

Yet those who know him say 
he is one of the most tender- 
hearted of men. He has con- 
sistently shown sentiment in his 
business relations, as will be at- 
tested by many small merchants 
who were helped by him through 
a period of struggle simply be- 
cause of his faith in their integ- 
rity and ambition. 

But to the dishonest debtor, he 
will give no quarter. His firm 
stand on this principle has been 
a factor in improving the credit 
situation in the Richmond terri- 
tory. 

Mr. Williams, long an active 
member of the Richmond Asso- 
ciation of Credit Men, is presi- 
dent of its Interchange Bureau. 
He is also active in Credit Pro- 
tection Committee work. 


that might be raised to purify com- 
mercial credits. Will we measure 
up? I believe we will. 

In my opinion, the best source of 
information the Credit Department 
has is the Credit Interchange reports. 
These reports covering the entire 
country are revised every two or 
three months and give the Credit 
Manager a fresh, up-to-date survey 
of his accounts as to amount of or- 
ders placed and methods of meeting 
payments. 

My experience has taught me that 
it is dangerous to pass an order sim- 
ply on ratings in the agency books. 
I use these ratings as a starting point 
only. About eighteen months ago I 
approved an order fom a concern 
which we had sold for some years 
and whose rating was AAI, and 
had been for several years. There- 
fore, I did not recheck my file. In 
forty-five days, the firm was in bank- 
ruptcy. I mention this to show the 
importance of frequent and careful 
revision of credit files. 

With few exceptions, it is my cus- 
tom to revise my files every six 
months, occasionally oftener. In re- 
checking, I not only look up a com- 
pany’s balance with us and review 
their payments for the previous six 
months, but I write to any companies 
who may have written to us for a 
reference or to whom we have writ- 
ten for a reference to inquire how 
the accounts stand with them. 

If any of the reports cast a doubt 
on the account, I write to ask for a 
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financial statement. There is often a) 
beneficial effect in asking for ti - 
statement. All such statements | §},| || 
away with the envelopes in whig 
they come attached and initialed py 
both my stenographer and mysei| }} 
with the date of receipt given, Jp| | 
case of a later failure, a statement! 
may show whether or not the failure 
was fraudulent, and if so furnishes 
the Government with evidence gq) 
which to convict the debtor of using| 
the mails to defraud. 


A Credit Talk to Salesmey 


Salesmen can and should be 
great help to the Credit Department, |} 
Before my salesmen start out at thel || 
beginning of a season, I always havel |} 
a talk with them along general credit! |] 
lines and then discuss with them the 
condition of their various accounts, 
Where a customer shows signs of 
slipping I go carefully over my file! 
and, with the help of the salesman, 
study the situation and endeavor to 
ascertain where the trouble. lies ]} 
Most of the salesmen live right in| 
the territory where they sell and 
know a customer’s background, his 
standing in the community and the 
particular conditions in his locality. 
By using all this information, often 
a suggestion or a word of advice and 
kindly interest can be made, through 
the salesman, that will bring a cus- 
tomer to work closely with his cred- 
itors and to correct evils which have; 
caused his troubles and so start , 





affairs in the right direction. 

I try to impress on my men the! 
importance to the Credit Department 
of furnishing a full report on the} || 
physical condition of a customer's) 
business, and I also emphasize the 
necessity: of supplying a full list of 
references on all new business to en 
able me to reach an intelligent deci 
sion and also to facilitate the prompt 
handling of the order. Nothing makes 
a more lasting impression on a new 
customer than to receive quick set 
vice and a letter of appreciation from 
a house with which he wishes to do 
business. 

From time to time, when I can get 
away, I go with the salesmen to call 
on some of our customers. In tale 
ing to these retail merchants, I tel 
them that they have a responsibility 
in ridding themselves of dishonest 
competition. If they know of a mai 
who is practicing trickery, I think 
it is their place to report that to the 
wholesalers and jobbers from whom 

(Continued on page 24) 
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nts I file |) 
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laled by} |) 6 : . 
mys A Splendid O G 
C piendi pportunity to Get 
tatement| | e . ° 
a First-Hand Knowledge of this 
Nishes 
a G dP Region” 
of wing reat and Frosperous Region 
esmen 
d be alll UNE seems a rather long time 
arial 5 away. For most of us it will be | 
it at thel | a long distance from home to at- 
we tal tend | the National Association of 
aia edit Credit Men Convention at Seattle, 
hem the| June 11 to 15. Because of the dis- 
anal tance and time required it is none too 
signs of soon to begin immediate preparation 
: to attend. 
my file,| }| 
alesman,| |} This will be a splendid opportunity 
eavor to for many credit managers to visit the 
dle lies.| | Pacific Coast cities, to develop per- 
right in} {| sonal contacts for their firms and to 
sell and} }} get first-hand knowledge of this great 
und, his} }| and prosperous region. I believe that many of our important customers 
and the | are anxious to see me again, and I reciprocate this desire and feeling. 
a This can be a trip combining business, study and pleasure. Several 
eae special trains will carry the delegations, each making several stops en 
through |! route at interesting places. As President of the National Organization, 
vane I desire members from the smaller Associations to feel cordially invited 
his col and welcome to travel on these special trains. This will afford additional 
reer | advantage of living closely with your fellow credit managers. 
start his| On the occasion of our previous Pacific Coast Convention, at San 
Francisco in 1921, frequently interesting credit discussions came up in 
men the various groups—to the great profit of the men and their houses. By, 
dartment | }) that I do not wish to imply that it was all business, for we had plenty 
on the} | of delightful entertainment. 
istomer $ | }} 
size | I believe that the Associations of the Eastern and Central Divisions 
1 list of should build up large delegations for Seattle, for we owe this courtesy 
ss to en} |) to our Western brethren, who are forced year after year to come to 
ent deci-| || ; Central and Eastern sections to attend National Conventions—and they 
> prompt | do it cheerfully. Now I appeal to the various members and officers of 
ig makes} |) the local Associations in these sections to show that we are just as good 
na new] || travelers—that can be demonstrated by proper attendance. 
tick sets Why not make it your vacation trip—the dear wife will be glad to 
ion from agree to this arrangement. 
es to do 
Now let us all pull for Seattle—June 11th! 
I can get 
n to call 
In talk- 
ts, I tell 
onsibility 
dishonest 
of a mall 
I think 
at to the 
m whom 
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The Call of the West 


Trains to N. A.C.M. Convention, Seattle, June 10-15 


HREE special trains have al- Ave., New York; the Credit Asso- these specials by addressing the focal 
| ready ‘been organized to ciation of Western Pennsylvania, association secretary. lor other pap. 
take members of the Nation- L. I. McQueen, Exec. Mgr., 1213  ticulars, apply to B. B. Tregoe, Gop. 

al Association of Credit Men, their Chamber of Commerce Bldg., Pitts- vention Director, Wells Fargo Build. 
families and friends, to the 33rd ‘burgh; and the Chicago Association ing, San Francisco, Cal. 
Annual Convention of the Associa- of Credit Men, J. F. O’Keefe, Secy., 
tion to ‘be held in Seattle, June 10-15. 976 First National Bank Bldg., Chi- NN, Y, Association Special 

These are under the auspices of C@g0. i s 
the N. Y. Credit Men’s Association, Any member of the N. A, C. M. The drain organized by the New 
W. W. Orr, Secretary, 468 Fourth may make reservations on any of York-Credit Men's Association, léay- 
5 * . ing New York City on the evening 
of May 27, will have its first 
over at Chicago and its second at 
Denver. May 31 will be spent at 
Colorado Springs whence the ffip 
will be by the Royal Gorge over Teén- 
nessee Pass to Glenwood Springs, 

June 2 will be spent at Salt Lake 
City. After a luncheon at the Mis- 
sion Inn at Riverside, Cal., the party 
will arrive on the evening of June 
3 at Los Angeles to which two days 
will be devoted. 


Arriving in San _ Francisco on 
June 6 and departing the night of 
June 8, the train will arrive in Port- 
land on June 10. After a day in 
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Portland and along the Columbia} Wash 

River, Seattle will be reached early | burg, 

on the following morning. 9:05 
The return trip, starting June 16, Pa 
will include a visit to Spokane and} Kans 

a 55-mile automobile trip in Glacier Color 
National Park. The night will bef ‘ke: 
spent at Many Glacier Hotel and the st 

there will be an opportunity next day | 20UrS 

to take a launch up St. Mary Lake. | Tn 

On June 18 a start will be made for will t 

Yellowstone National Park, which and ¢ 

will be entered on June 20. There will | 54" | 

be a tour of the Park taking four and 

days. The Burlington and the Chi- AM 

cago North Western will then carry —Mc 

the party back to Chicago. New Re 

York will be reached on Tuesday, of Ss 

Tune 26. eon 

The price, on the basis of a lower Me : 

berth from New York back to New ‘fice 

York, will be approximately $535.50. tain 

Mont 

Western Penn. Special | tinen 

The special train arranged by the — 

Credit Association of Western Pent | sio 

sylvania, Pittsburgh, will pick — 

Great Northern delegates on Saturday, June 2, # been 
GRINNELL GLACIER AND LAKE, GLACIER NATIONAL ParK New York City (10:05 A. M., Penn- shart 

One of the views from a point near Many Glacier Hotel sylvania Station), Philadelphia, § 
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Santa Fé 


Washington, Baltimore, and Harris- 
burg, and will leave Pittsburgh at 
9:05 P. M. 

Passing through St. Louis and 
Kansas City, the party will arrive at 
Colorado Springs on June 4 and will 
take a sightseeing automobile trip to 
the summit of Pike’s Peak. Twelve 
hours on June 6 will be passed at the 
Grand Canyon. On June 7 ten hours 
will be spent in seeing Los Angeles 
and environs. The party will be in 
San Francisco on Saturday, June 9, 
and will arrive at Mt. Shasta at 6:45 
A. M., June 10, and 24 hours later 
—Monday, June 11—at Seattle. 

Returning, the party will pull out 
of Seattle at 3:30 A. M.. June 16, 
arriving at Spokane 4:30 P. M., din- 
ing at the Davenport Hotel, and leav- 
ing at 11 P. M. The following day, 
after stopping two hours for a moun- 
tain trout breakfast at Missoula, 
Mont., the party will cross the Con- 
tinental Divide at Mullen’s Pass and 
arrive at Helena at 2 P. M. Seven 
hours at the State Capital permits of 
a sightseeing trip and dinner at the 
Placer Hotel. On June 18, after 
breakfast at the Boseman Hotel, the 
start will be made on a four-and-a- 
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GRAND CANYON OF THE COLORADO 
View from Bright Angel Point, looking south 


half-day tour of the Yellowstone Na- 
tional Park. A'fter two hours at 
Cody, the trip will continue through 
Billings and St. Paul to Chicago. 
Arriving at Chicago at 3:25 P. M., 
June 24, and leaving at 9:15 P. M., 
the train runs to Pittsburgh, Harris- 
burgh and New York, where it ar- 
rives at 7:15 P. M., June 25. 


Chicago Association Special 


The Chicago Association of Credit 
Men’s “President’s Special” will 
leave Chicago on Wednesday, June 6, 
at 11 P. M. It will leave St. Paul 
on June 7, at 11 A. M., leave Minne- 
apolis at 12 noon and arrive at Mar- 
marth, N. D., Friday, June 8 at 8 
A. M., where a stop-over will be 
made for an automobile trip through 
the Bad Lands of North Dakota and 
for a rodeo exhibition. The train 
will leave Marmarth at 12:15 P. M., 
arriving at Gallatin Gateway on June 
9 at 7:30 A. M. Provision has been 
made for an automobile side-trip to 
Karst’s Dude Ranch in the Gallatin 
Canyon. In order to provide a maxi- 
mum of daylight travel through the 
scenic region, stop-over will be made 


at Missoula, Mont., Saturday eve- 
ning, June 9, leaving the following 
morning at 2 for Spokane, _Arriv- 
ing at Spokane Sunday, 8:30 A. M., 
and leaving at 10 A. M., the party 
will reach Seattle at 7 P. M., Sunday- 
June 10. 

After the Convention, the itinerary 
arranged by the Chicago organization 
calls for departure from Seattle on 
Saturday, June 16, at 7:30 A. M., for 
Ranier National Park. The trip will 
be by automobile from Ashford 
through Ranier Park to Paradise Inn 
and return to Ashford. Leaving 
Seattle, 11:15 P. M. Saturday, June 
16, the special will arrive early the 
next morning in Portland. Leaving 
Portland at 11:15 P. M. for return 
to Seattle, it will leave Seattle at 
9 A. M., June 18, via the Canadian 
Pacific steamer, stop at Victoria at 
noon and arrive at Vancouver at 5:45 
P. M. The schedule is arranged so 
as to take advantage of the daylight 
trip leaving Revelstoke June 20 at 
5:30 A. M. with open observation 
car attached to train. At 2 P. M. 
Lake Louise is reached for an all- 
night. stop-over until 2 P. M,, June 
21. The party will then proceed by 
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automobile to Banff, visiting Johns- 
ton Canyon en route. There will be 
a stop-over at Banff until 9 P. M., 
Friday, June 22, when the party will 
leave Banff for Chicago, arriving 
Monday, June 25 at 7 A. M. 


Windstorm Insurance 


Where Credit Is Exposed to Wind Damage 
By Clarence T. Hubbard 


ERY few credit managers 

V know the whole story about 

windstorm insurance, more 
commonly called tornado insurance. 
There is the straight windstorm in- 
surance policy—yes. But do you 
know of the blanket mortgage wind- 
storm cover? Tornado, use and oc- 
cupancy? Bridging-the-Gap? The 
windstorm rider for automobile own- 
ers? The plate glass contribution 
clause ? 

It is in the knowledge of these 
many ramifications of windstorm in- 
surance protection which, when 
brought into full play, mean credit 
adequately and completely guarded. 

Straight windstorm insurance, as 
sold to cover properties of all kinds, 
pays for the loss of any damage 
produced by wind. A tornado does 
not have to occur to make a claim 
possible, for any damage produced by 
a violent wind is a legitimate cause 
for the policy to function. 

For instance, in the list of exclu- 
sions appearing in the policy is the 
word “blizzard.” However, this does 
not mean that you cannot collect for 
any windstorm damage, the result 
of a wind accompanying or driving 
a blizzard. You would most certain- 
ly be entitled to loss adjustment and 
this hazard of the winter should be 
taken into consideration fully as 
mutch as the havoc brought about by 
summer thunderstorms and torna- 
does. 

If a blizzard, however, piled snow 
against your house and water seeped 
through as a result of the accumula- 
tion—such damage would not be 
covered under a straight windstorm 
policy. If the wind blew off a por- 
tion of the house and snow or rain 
then entered and caused damage, the 
loss would be a rightful one under 
the policy, but the wind must be the 
agency directly responsible for the 
loss. 


On the basis of one lower berth 
from Chicago to Seattle and return, 
the price will be about $283.75. 

Provision has been made for re- 
turn trips by other routes, namely 
(a) Glacier Park, (b) Yellowstone 


There is another important feature 
in connection with ordinary wind- 
storm policies with which credit man- 
agers should be familiar. Many 
policyholders never have had the 
plate glass contribution clause ex- 
plained to them. Here is a policy 
condition made clear right in the 
contract itself, but which every one 
does not “see through.” 


“Plate Glass Contribution” 


If all of the windows in your home 
or building insured under a wind- 
storm policy were blown in by the 
wind, would you collect? Under cer- 
tain circumstances: you would not. 

In the policy there is a provision 
which limits the loss under wind- 
storm policies on plate glass to such 
a proportion as the value of the glass 
bears to the value of the buildings 
insured. 

For example, if you own a build- 
ing valued at $20,000 and it contains 
window glass worth $1,000 and you 
insure the building for its full value 
of $20,000 under a windstorm pol- 
icy, you will in the event of loss col- 
lect in full for your plate glass 
damage. 

But if you insure only half of the 
value of the $20,000 building, which 
would be $10,000, and pay a premium 
on only $10,000 worth of windstorm 
insurance, you would mot collect the 
full damage for any plate glass loss. 
It is the co-insurance principle again. 
You would collect the amount repre- 
sented in what the value of the glass 
bore to the value of the building as 
applied to the amount of loss. 

The glass was valued at $1,000. 
The building was valued at $20,000. 
The amount of windstorm insurance 
carried was $10,000. Therefore, the 
value of the glass is one-twentieth 
of $20,000. Then take one-twentieth 
of $10,000, the amount of windstorm 
insurance carried, and you arrive at 
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Park, (c) Denver, and 
Francisco, Los Angeles. part th 

Detailed information of these} storm | 
trips may be had from local seers.) cifically 
taries at New York, Pittsburgh, ang) This ™ 
Chicago, with schedules, costs, eg\dow? | 
part th 
insuran 
burned 
collect 
re 
rider, \ 
he for 
under 
policy 
action 
$500, the amount of plate glass dam-tmateriz 
age which would be recognized. Thishfre cc 
policy feature works down to a sin-bshould 
gle plate in the same proportion ijfendors 
only one plate is damaged. 

In other words, if you carry fuli 
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glass. If you carry but 50 per cent, 
co-insurance, or 70 per cent. or 
per cent. you would collect only that 
proportion which the value of the 
glass bears to the value of the build-bhose 
ing, then apply that proportion to thelfor cr 
amount of loss occurring 
This is but a fair policy provisionfjorser 
yet few people realize that it is inbble co 
cluded in the contract. It is there inheen c¢ 
order that the man who takes out in 
surance to full value and pays th 
premium therefor will have full probj.. , 
tection, and the man who only takes rth 
out one-fourth of the insurance Te amag 
quired and pays the premium for that ot be 
amount will not enjoy equal benefits} stom 
As glass is particularly susceptible, ... 
to windstorm damage, this co-insut-} rotect 
ance principle must be applied. Oth- Th 
erwise a property owner could take}. 
out a $1,000 policy and if the wind]. ie 
blew out the windows and no other me . 
damage occurred he could collect itt." 

full. 
buy a 


“Bridging the Gap” 
On [0 . 


Secondly, there is the “bridginghnn it , 
the gap” endorsement which is avail-byouig 
able, free of cost, to all windstormpjy. 4, 
insurance policyholders in neatly dlbonies 
sections of the country. In fact, in aused 
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the new policy forms it is pi Atrider. 
right in as one of the regular cond: 
tions. Ti 


Before this rider was available i 
was possible for you as a well meat One 
ing policyholder to be “stuck” evel 
though you carried both fire aj 
windstorm insurance. There is 
“fallen building” clause in your fith 
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d)  Sanfance policy “if a building or material 
rt thereof collapses.” The wind- 
f — theseistorm policy, on the other hand, spe- 
al secrp.| ciacally excludes any loss by fire. 
gh, ang} This means that if a windstorm blew 
osts, efejdown your building, or a material 
[part thereof, and so voided your fire 
insurance and your building then 
hyrned up, you would not be able to 
collect under either policy. 
| So today this “bridging the gap” 
rider, which is now a part of one of 
he forms, assumes this fire damage 
under the tornado policy if the fire 
policy becomes voided through the 
action of wind in first damaging a 
lass dam-bmaterial part of the house and then 
ed. Thishire consuming the balance. You 
to a sin-should make sure that you have this 
ortion ifkndorsement on present windstorm 
policies of your debtors; and if a 
or has more than one policy, 











Another simple policy innovation 
ich should be better known by 
the build-khose who depend upon insurance 
ion to thefor credit protection is the “tornado 

ider’ for automobiles. This en- 
provisionsiorsement is sold at a very reason- 
; it is imbble cost, generally around ten or fif- 


S there itfeen cents a hundred. 
es out in 


pays th 











In addition to assuming damage 
rom wind to a car, the rider includes 
full probiso coverage against loss from 
nly takeparthquake, hail, explosion and water 
rance TeHamage. These latter hazards may 
n for thathiot be so pronounced for the average 
1 benefits utomobile owner, but they can all 
susceptible, secured along with the tornado 
_CO-NSUrotection at no additional cost. 
a F tae The importance of this protection 
the wind s realized in the fact that so many 
no otherRa's are sold today on time payment, 
. and furthermore, as credit managers 
collect mf. : » 
particularly realize, the averase car 
bwner stretches his general credit to 




















































ap” buy a car. If a tree is blown over 
“pride on toa car, or if a garage collapses 
s bridging pn it during a windstorm, the claim 
h is a 











: "Pwould be eligible under the automo- 
windstorm hile tornado rider. If hail accom- 
nearly @“fpanies the tornado the damage so 


in fact, m aused is also assumed under this 
1S primie’rider. 
ilar cond 












The Blanket Mortgage 
Windstorm Policy 


sicke” evel One of the least known forms of 

fre aol "indstorm insurance is the blanket 
here is a ortgage windstorm policy. It isa 
. your fi blanket form of insurance, protect- 
fire insu n§ against the hazard of tornado 


vailable it 
well meati- 























If This Retailer is Protected by Windstorm Insurance, His Creditors Are Safe 











and windstorm and is designed for 
banks, trust companies, mortgage 
loan corporations and building asso- 
ciations. The rate in the East is 
four cents a hundred and in the West 
eight cents a hundred. 


The policy protects against finan- 
cial loss due to the impairment of 
mortgages by windstorm damage. It 
is confined to dwellings and commer- 
cial property only, such as buildings, 
schools and the like, but specifically 
excludes farming property or manu- 
facturing plants. These, however, 
can be added to the policy by way of 
an appended schedule, but not at the 
low rates quoted. 


It is unnecessary under this policy 
to insure the mortgages to their full 
aggregate value. In fact, only twen- 
ty-five per cent. co-insurance is re- 
quired, or one-quarter of the out- 
standing mortgage loans. The losses, 
however, are paid in full in keeping 
with the policy conditions. 

Let us assume that a bank has 
$1,000,000 in outstanding mortgage 
loans on private homes and city prop- 
erties. The bank will be granted one 
of these blanket mortgage windstor 
policies in the amount of $250,000, 
or one-quarter of their total loans. 
They would pay the rate on $250,000. 
How would the loss be adjusted? 
We will assume that a private dwell- 
ing on which the bank held the mort- 
gage was entirely demolished by a 


tornado. The value of the property 
is say $10,000. Of this amount the 
house is worth $8,000 and the land 
$2,000. The mortgage granted on 
the property we will set at $5,000. A 
total loss occurs. 

First the adjuster would realize 
that the house itself, worth $8,000, is 
entirely demolished. Second, he 
would claim as the only salvage the 
value of the lot itselfi—$2,000— 
which is the sound value of the prop- 
erty. The mortgage loan was $5,000. 
The house being entirely blown 
down, there is no security remaining 
in its value for the bank. All the 
bank has to fall back on is the value 
of the land, which is $2,000. Under 
the conditions the mortgage is thus 
impaired by $3,000. The blanket 
mortgage windstorm would pay that 
$3,000. 

Windstorm insurance is written by 
the different fire insurance companies 
as they consider it a “twin cover” to 
fire insurance. They have a “detour” 
list representing types of property 
which they prefer not to insure. 

A few of these “stay away lines” 
are buildings which have board, 
thatched, hay or straw roofs; or 
buildings standing on posts or pins 
and not banked up. Then fair- 
ground and amusement park proper- 
ties are not looked upon with favor 


because of their frame construction, 


(Continued on page 33) 
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The Financial 
Statement 


T may properly be said that po- 

litical stability rests upon the 

tradition or doctrine of Major- 
ity Rule; it may likewise be said that 
social stability rests upon the tradi- 
tion of Liberty, Equality, and Fra- 
ternity—the trinity of American de- 
mocracy. Yet it should be noted that 
these safeguards of democracy lose 
their meaning if any one of them is 
overemphasized. Too much liberty 
destroys equality and makes frater- 
nity impossible; too much equality 
places a handicap upon liberty. If 
liberty means that every man is to 
keep step with that music which he 
alone hears then there can be no 
brotherhood of man upon this earth; 
if equality is interpreted as the right 
to demand equal pay with every one 
else, then the common step will be 
retarded to the pace of the most in- 
efficient; if fraternity is based upon 
special privilege, then the brother- 
hood of man is a figure of speech 
and equality of opportunity is sacri- 
ficed. 

Credit, like democracy, rests upon 
a trinity—Character, Capacity and 
Capital. Time and necessity have 
likewise placed a changing emphasis 
upon these three fundamental credit 
considerations. Character, as impor- 
tant if not more important than ever, 
has become increasingly difficult to 
evaluate. The day of personal in- 
timacy has passed, except on the 
frontier line of business. John Doe 
is no longer a neighbor and a well 
known citizen of a small community, 
but a business unit out in the West, 
‘back in the East, or over the seas. 
Capital no longer consists only of 
tangible assets, but includes bills re- 
ceivable, stocks and _ investments. 
The relation of fixed capital to work- 
ing capital, is something like the re- 
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By Stephen I. Miller 


Executive Manager, Secretary and Treasurer, National Association of Credit Men 


lation of equality to liberty. Over- 
emphasize the one and you tend to 
destroy the other. 

Capacity also is most difficult to 
measure. It isn’t merely the ability 
to organize a working force, or to 
keep the unit cost of production low, 
or to maintain a steady flow of com- 
modities into the market, or to finance 
an enterprise with economic ade- 
quacy; it isn’t any one of these re- 
quirements, but all, and many more, 
co-ordinated into an effective busi- 
ness system. 

As a result of the growing com- 
plexity of business, and of the de- 
velopment of national and interna- 
tional markets, capacity and capital 
have come to have a most important 
place in the determination of a credit 
risk. It is also well to note that both 
capacity and capital can be quite 
definitely measured. Character is by 
no means so easily determined, for 
on the one hand, it is a variable, 
subject to a fairly wide interpreta- 
tion, while on the other hand, it is 
sometimes difficult to anticipate under 
stress and strain. 


Capacity and capital are, in mod- 
ern business, subject to interpreta- 
tion in a single document, namely, 
the financial statement. This con- 
stitutes an added reason for placing 
an emphasis upon this report of the 
condition of a business. 

Taking into consideration the pri- 
mary or major groupings of the bal- 
ance sheet and profit and loss items, 
it is possible to build up groups of 
ratios or indices, which will be help- 
ful in the determination of the credit 
risk. This may be accomplished in 
several ways two of which are: First, 
assets may be compared with assets, 
liabilities with liabilities and assets 
with liabilities, contributing what is 
known as balance sheet indices; sec- 
ond, income may be compared with 
expenses constituting profit and loss 
statement indices. 
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Balance Sheet Ratios 
or Indices 

WorRKING CapITAL.—Every busi-| 
ness, to realize all possible economies, | 
must possess enough working = 
ital. This is determined by the ex- 
cess of current assets over al 
liabilities. No rule can be put down} 
for the amount of working capital} 
because. it is a variable, depending 
upon the nature of the business, con- 
ditions of the money market, the pos-| 
sibility of obtaining short time loans 
and the frequency of turnover. This} 
is a most important ratio, especially 
for the short time creditor, because 
he expects to be paid from current 
assets. The Credit Manager, wher- 
ever possible, should take notice of 
an increase in notes payable, requests 
for their renewal, the granting of un- 
usual sales discounts, high at 
costs and the loss of purchase dis-| 
counts. ' 

Sources oF AssEtTs.—A_ bus- 
ness may obtain assets, first, from 
persons other than the owners 
through the medium of short or long 
time credit; second, from the owners 
who have made initial investments or 
who have left earnings in the bus- 
ness. Where a business is financed 
largely by outsiders, a shrinkage in 
the value of the assets may very soon 
wipe out the interests of the owners 
Under such conditions, the creditors 
may very soon be called upon t 
meet losses. The owners’ interests 
should always be large enough to 
safeguard ordinary shrinkage in asst 
values. 

NATURE OF INVESTED ASSETS— 
It is necessary to have a proper pft- 
portion of assets in the fixed and 
current groups of a business. The 
success of any enterprise does 10 
alone depend upon the total amoutt 
of capital used, but rather upon the 
manner in which the capital is ds 
tributed to its various uses. It is# 
this point that one finds a cause for 


| 
| 
| 
| 
| 
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waste and heavy operating costs. A 
successful business is one where the 
factors of production or distribution 
are economically co-ordinated. A 
manufacturing enterprise, public util- 
ity, farming or merchandising estab- 
jishment must have the proper 
economic relation of land, labor and 
capital. Likewise, each of these 
factors must be properly spread 
throughout each particular business. 
When too much capital is assigned 
ta some aspect of a business, the 
capital will be underworked and 
waste results; when too little capital 
is assigned to some part of the busi- 
ness, output of service is curtailed, 
resulting in a large operating cost. 
Manufacturing concerns, railroads 
and public utilities will have a larger 
fixed asset account than merchandis- 
ing establishments. A careful credit 
analysis means the study of suc- 
cessful enterprises in a particular 
field of industry, giving attention to 
the proportion of fixed to working as- 
sets. Many businesses constitute a 
glaring credit risk from the time of 
their inception. 

InvestEeD Earnincs.—A large 
percentage of invested earnings con- 
stitutes a splendid index of success- 
ful management. Such a condition 
means that the earnings have been 
“plowed back” into the business, and 
when economically proportioned as 
between fixed and current needs, 
fortify the credit position of the en- 
terprise. This condition also indi- 
cates that the investors have confi- 
dence in the future of the industry. 


Profit and Loss Statement 
Indices 

Tue Ratio or Gross ProFIts TO 
SaLes—A large gross profit ratio 
obtained by dividing gross profits by 
net sales is very likely to indicate 
successful and careful purchasing. It 
may indicate that the public is pay- 
ing unusually high prices for the 
commodity. At any rate, it is a good 
index of successful management and 
therefore constitutes a measure of 
business capacity. 

Tue Ratio or Net Prorit To 
SALES—Net profit is what remains 
after all financial items have been 
met, including such items as interest 
charges and income taxes. When 
net profit is divided by the volume of 
business, the real returns of the own- 
‘ts can be determined. This is one 
of the frequently used ratios and 
brings out the significance of vol- 
ume. In periods of receding and ex- 
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panding business it is an index of 
great moment to all persons who sell 
on credit. 

THe Ratio oF EXPENSES TO 
SALES.—Cost of sales and operating 
expenses may be obtained by dividing 
these expenses by gross sales. This 
gives a good comparative basis- as 
to whether a business is weaker or 
stronger from year to year. It is also 
a good index as to which of several 


Interpretation 


O read a financial 
statement, the Credit 
Manager must have 
formation, and likewise the 


in- 
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enterprises are operated most effi- 
ciently. 

The various indices that may be 
taken from a balance sheet, and profit 
and loss statement, or from a com- 
bination of the two, are innumer- 
able. Some of these ratios are of 
essential importance to the investor 
and many are of vital importance to 
the Credit Manager. Such indices 
also constitute the basis for the in- 
troduction of economies in business. 
The comparative use of financial 
statement ratios has been one of the 
leading causes for the avoidance of 
waste and the progress of the mod- 
ern industrial world. Accounting 
and statistics constitute two of the 
most important studies in the field 
of business. 


Power of Analysis 


Ledger information as to how and 
when a debtor pays for his goods 
purchased may be looked upon as 
the first step in the analysis of a 
credit risk. And it is probably true 
that signs of distress can be clearly 
detected in such information. How- 
ever, it should not be assumed that 
these are the only credit indices of 
interest to the banker, the manufac- 
turer and the wholesaler. 

It must be remembered that when 
a business starts to go down grade 
the length of time necessary to jeop- 
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ardize credits may be very short. 
Under such circumstances it is the 
Credit Manager with the larger 
power of analysis who can antici- 
pate the failure. As a matter of fact, 
many a business is doomed to failure 
from the very day that its doors are 
opened. There are likely to be many 
prior claims and liens that precede 
the rights of the commercial cred- 
itor. The man who is in a position 
to detect a faulty economic struc- 
ture is not likely to be caught under 
the falling roof. 

It is generally admitted that the 
man who passes upon credits in a 
bank should go into every detail of 
the statement submitted. Not only 
will this be done, but in most in- 
stances the banker will know just 
how the money is to be used. Such 
safeguards are looked upon as neces- 
sary steps in safe and conservative 
banking. The fact that a borrower 
has always paid past obligations on 
time may constitute a good presump- 
tion that future loans will be met in 
the same way, but it is only a pre- 
sumption. The banker goes a step 
further and analyses the economic 
position of the business in order to 
make sure that future credit obliga- 
tions will be fulfilled. If this be 
sound credit analysis for the banker, 
why is it not equally sound for the 
manufacturer or distributor of com- 
modities? Surely, a negative an- 
swer cannot be based upon the 
amount of the credit, because, in 
many instances, the total value of 
goods sold will exceed the amount of 
the bank loan. There is but one an- 
swer: The average Credit Manager 
does not exercise the same care rela- 
tive to a sale of commodities as the 
average banker exercises in the nego- 
tiation of a loan. 

At the present time, in many sec- 
tions of the country, bankers have 
created an organization by means of 
which duplicate borrowings can be 
quickly detected. While such safe- 
guards are being developed by finan- 
cial institutions, commercial credit 
is being extended in volume and 
under such conditions as to jeopar- 
dize the margin of profit. 

The Credit Manager has been de- 
fined as the difference between profit 
and loss. This compliment, how- 
ever, can be extended only to the 
man or woman who possesses ledger 
information as to how and when bills 
are paid, and who, in addition, pos- 
sesses ‘the larger ability to interpret a 
financial statement. 
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been a decided tendency to force 

into the hands of the manufac- 
turer and wholesaler the responsi- 
bility for the control of the assort- 
ment of stocks and the delivery of 
merchandise in timely and conven- 
ient portions. Either this unexpected 
pressure or the inability to anticipate 
market requirements properly has 
found many businesses unprepared 
for this type of planning and the par- 
tial shipment problem has _ burst 
forth in an increasingly aggravated 
form. 

Both small shipments and partial 
shipment orders have a multiplying 
effect upon the natural growth of 
transactions in the accounts receiv- 
able department. They increase the 
intensive use of such records for the 
actual details of postings and often 
nearly preempt their use for any 
other purpose. 

When the situation approaches 
this point, the introduction of office 
machinery becomes a compelling ne- 
cessity, not only for the sake of 
economy, but because of the great 
importance of speed to insure an up- 
to-the-minute record. It is, in fact, 
difficult to conceive of hand posting 
operations in a modern, growing or- 
ganization of any considerable size. 


But, as I pointed out in the Feb- 
ruary CrepIT MonrTHLy, these steps 
in speed and economy have a tend- 
ency to remove the accounts receiv- 
able record away from the close ac- 
cess of the Credit Manager and 
make it less convenient for ready ref- 
erence. The most desirable types of 
machine operations are best executed 
from fixed positions, suggesting the 
movement of the Credit Manager 
to this record, rather than the record 
to him. 

Faced with such a situation, du- 
plicate records have sometimes been 
considered. But obviously a step of 
this sort should not be taken except 
under the most urgent necessity— 
and not then until certain principles 
of credit control, arising out of 
growth in the number of credit trans- 
actions, have been fully considered 
and their effect upon the supposed 


I: the past few years there has 
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need for frequent reference to the 
record carefully weighed. 

The Credit Manager is quite as 
likely as any other executive to get 
his eye so close to his desk that his 
thoughts lose their perspective. Es- 
pecially if his length of service has 
covered a period of considerable 
growth or change in the character 
of the business, there is a danger that 
he has overlooked a corresponding 
shift in the emphasis within his own 
work. For example, the number of 
transactions per dollar of sales may 
have changed considerably as the 
business has progressed. 

Increase in the number of trans- 
actions per dollar means: 

(a) A decrease in the impor- 
tance of each transaction in 
its relation to the whole; 

(b) The gradual substitution of 
collective control and atten- 
tion, for individual control 
and attention; 

(c) The use of averages, nor- 
mals and groups in place of 
the addition and substraction 
of specific instances. 


Must Be Credit Organizer 


As he grows, the Credit Manager 
must become a credit organizer, in- 
stead of a credit operator. It is here 
that he finds a happy solution for 
the comprehensive use of the ma- 
chine with all its possibilities and at 
the same time it becomes less and 
less necessary for him to call for 
credit folders. 

If he is to help the business grow, 
the Credit Manager’s ability must 
be nine parts skill in collecting ac- 
counts against one part skill in with- 
holding credit. The art of skillfully 
extracting the payment far exceeds 
in value the pick and shovel work of 
credit investigation, essential as that 
is. The natural conclusion, so far 
as his relation to the accounts re- 
ceivable is concerned, is that accu- 
racy, speed and economy in hand- 
ling accounts receivable postings and 
the prompt issue of statements to 
customers at the end of the month 
are of the first importance to the 
Credit Manager. 


It is recognized that the objectiy 
of the Credit Manager is not th 
complete elimination of credit losses | 
Such an objective would bring with 
it too serious an inroad upon the 
volume of sales. It would be ap 
unwarranted elimination of small and] 
growing enterprises whose standing} 
had not yet been thoroughly estab.| 
lished. 

Constructive policy recognizes q 
balancing of risks. And in a wel 
organized credit department risks are 
arranged by groups. 

In the main group are included} 
those customers whose reputation for} 
management and integrity commands| 
the right to all the credit which be 
wish to create. Some executives will | 
immediately place in this category} 
only those with the much coveted! 
rating of “AAAI” and stop. 

But right here occurs one of the 
wastes of credit regulation that is the} 
prime object of this particular arti- 
cle and a main cause of the need on 
the part of some managers for un-| 
due reference to their accounts al 


. 


ceivable record for credit informa-| 
tion. 

Over a period of years, through 
gradual proof of their ability to rm 
a business in a sound and conserva: 
tive fashion, not unduly expanding 
their speculative limits, and with a 
reputation for meeting their obliga 
tions promptly, even the smallest en- 
terprises may justly be permitted to 
enter the first class of good risks for 
all they may see fit to purchase. 


Vendor’s Responsibility 


Often when this class finds itself 
inadvertently in difficulties, those 
have arisen out of an obligation on 
the part of the vendor himself. His 
responsibility to sell marketable mer- 
chandise at a time and price that wil 
permit of ready turnover has often 
been abused. And the credit depart 
ment of the creditor is too frequently 
held responsible for the accompaty- 
ing difficulties of the customer who 
has been tempted to purchase inat 
visably. 

A survey of this situation matt 

(Continued on page 28) 
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DECISIONS 


Bankruptcy and Insolvency 

INSURANICE 

The question is: Did a life insurance pol- 
icy taken out by bankrupt on his life, nay- 
able to his estate, and granting to him the 
power to change the beneficiary, which 
power he exercised before bankruptcy, pass 
to the Trustees in Bankruptcy or did it 
yest in the beneficiary? Held that either 
the insured or beneficiary may pay the cash 
surrender value of the policy to the trustees 
and retain title to the policy and the benefits 
thereof. In re. Bull. U.S. Dist. Ct. So. 
Dist. Ill. So. Div. Decided Dec. 20, 1927. 


* * * 


INSURANCE : 

Held that where a husband effects insur- 
ance on his life and becomes a bankrupt 
the cash surrender value of such policies 
are exempt and cannot be appropriated by 
creditors or the trustee in bankruptcy. 
Dowson vs. National Life Ins. Co. Sup. 
Ct. Tenn. Decided Dec. 17, 1927. 

* * (« 


DISCHARGE 


The only legal question is whether a 
creditor can object to a discharge because 
of a false statement not made to him and 
of which he had no knowledge when he 
became a creditor. Inasmuch as under 
Bankruptcy Act, sec. 14, b (3) “the trustee 
in bankruptcy or other parties in interest 
may object to a discharge on the ground 
that the bankrupt obtained money on credit 
upon a materially false statement in writ- 
ing le by him “to any person” as the 
Act read before the amendment of May 27, 
1926 (and without these last quoted words 
under that amendment), the court concurs 
in the Master’s and District Judge’s con- 
clusion of law denying discharge. Sadler 
vs. Hirshberg Bros. U. S.C. C. A. 6th 
Cir. Decided Jan. 4, 1928. 


oe - « 
EXEMPTIONS 


Real Property. Taxation. Whether 
Trustee in Bankrupty Required to Pay 
Taxes Assessed Against Property Set 
Aside to the Bankrupt as Exempt. 

e@ question in this case was whether 
the trustee in bankruptcy was required to 
pay taxes assessed by the City of Abilene 
against two pieces of real property which 
had been set aside to the bankrupt as ex- 
empt on the grounds that they constituted 
homesteads. It appeared that one of the 
pieces of property in question was of the 
value of $25,000 and was encumbered with 
valid liens in the sum of $20,000, leaving 
an equity of $5,000 and the other piece of 
Property was of the value of $7,000. The 
tefleree ordered the trustee to pay the taxes 
on the theory, apparently, that they should 
— because of the equity of the bank- 


Bulletin and Washington 


Valuable information on Legislation, on Judicial De- 
cisions, on various Governmental Departments, etc., gathered 
especially for the members of the Local Associations 
of Credit Men and for the direct members of the National 
Association of 
from various authentic sources through the Association’s 
Special Representative in Washington and others. 


Credit Men. The 


Held, that the trustee cannot be required 
to pay taxes assessed against property set 
aside to the bankrupt as exempt. Such 
property constitutes no part of the bank- 
rupt estate administered by the trustee and 
any equity there may be in the property 
over and above valid liens belongs to the 
bankrupt. Fakes vs. Girand. U. S. Cir- 
cuit Court of Appeals, 5th Circuit. De- 
cided December 21, 1927. 
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Banks and Banking 
COLLECTIONS 


When Liability of Deposit for Failure to 
Collect Check Changed by Stipulation on 
Deposit Slip. 

This was an action for the amount oi a 
check upon an out of town bank deposited 
by plaintiff in defendant bank which im- 
mediately passed the amount to the credit 
of plaintiff's deposit account. The deposit 
was made by means of the bank’s regular 
deposit slip upon which was printed, in 
small type, at the foot of the slip: “Items 
payable out of town, whether credited upon 
receipt or not, are received and coliccted 
only at the risk of the depositor. We are 
not responsible for losses in the mail and do 
not guarantee the banks to which we send 
such items, and in collecting them this bank 
acts only as your agent, and the responsi- 
bility for such, must remain with the de- 
positor until this bank has received final 
actual payment of check sent us in return 
for same.” Defendant transmitted the 
check for collection and remittance to an 
out-of-town bank (collecting bank) which 
presented it to the drawee bank, received 
cash for it, and, in remitting the proceeds 
to the defendant bank used its own draft 
upon another bank. The defendant bank 
forwarded the draft to this bank for col- 
lection, but before collection could be made 
the collecting bank failed and its draft was 
dishonored by this bank. The defendant 
bank then charged back the amount of the 
check to the plaintiff's account. The 
United States or New York rule was the 
rule of this court, namely, that a bank re- 
ceiving a check for collection is liable for 
negligence of collecting agents in the ab- 
sence of any express or implied contract 
varying such liability. 

Held, that the verdict for the plaintiff 
must be affirmed. In the absence of ex- 
press or implied assent to the stipulation 
on the deposit slip, the depositor acted 
under the established law of the state upen 
the subject; and to charge him with -m- 
plied assent some circumstances beyond the 
mere presence of the stipulatinn should be 
presented, as for instance a knowledge that 
it was there, his continual use of the slip 
form or his settlements with the bank in 
conformity with the stipulation. Such a 
stipulation was only some evidence of an 
understanding that it was the intention of 
the parties that the bank should take the 
check as agent and not as owner. Ryan vs. 
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NEGOTIABLE INSTRUMENTS 
Promissory Notes. Whether Waiver of 
Presentment, Protest, and Notice of Dis- 
honor, and Consent to Extension of Time 
. seen, Rendered Note Non-Nego- 
tiable. 


This was an action by the holder in due 


‘course against the maker of a promissory 


note containing the foliowing 1 e: 
“The makers, endorsers, and Seaneaieneen 
this note, and the sureties hereon, severally 
waive presentment for payment, protest and 
notice of dishonor, and consent that the 
time of its payment may be extended with- 
out notice, all defenses on the ground of 
any extension of time of payment being 
hereby expressly waived.” Defendant con- 
tended that the note was non-negotiable, be- 
cause this clause offended against the re- 
quirement of both Sec. 1708 and 1886, Rev. 
Code 1919, (Secs. 4 and 184, respectively, 
of the Uniform Negotiable Instruments 
Law) that a note be payable at a deter- 
minable future time. 

Held, that plaintiff could recover, for 
the above quoted clause did not destroy the 
note’s negotiability. The obvious purpose 
of the stipulation taken as a whole was 
merely to relieve the holder of the paper 
from the burdens made necessary by the 
rigid requirements of the mercantile law in 
order to secure the continued liability of 
the indorsers and sureties on the paper. 
Therefore, what was meant by the stipula- 
tion as to extension of time was simply that 
in case the holder and maker should agree 
upon an extension the sureties and indors- 
ers should not be discharged. The holder 
and maker of a note may at any time agree 
upon an extension; therefore the fact that 
they have that right does not affect the 
negotiability of the paper. Security Na- 
tional Bank of Sioux County, Iowa, ws. 
Gunderson, Supreme Court of South Da- 
kota. Decided December 13, 1927. 

* * * 


Sales 


FRAUDULENT CONVEYANCES, 
BULK SALES LAW 


Held that the bulk sales law, C. & M. 
Digest, Pa. 4870, as amended by Act 374, 
Acts 1923, pertains only to the business of 
merchandising, and the prohibition is di- 
rected against the sale or mortgage in bulk 
of a “part or the whole of a stock of mer- 
chandise, or merchandise and fixtures” of 
a merchant, and said law therefo-- has no 
application to the keeper of a. restaurant 
whose business is to serve food and drink 
to the public, even though he may keep 
some merchandise which is used or useful 
in this business, such as cigars and cold 
drinks. Goff Co. vs. First State Bk. of 
De Queen. Sup. Ct. Ark. Decided Oct. 
24, 1927. 







































Personal Property 


SALES 

Conditional Sales. Where 
Buyer Guilty of Conversion. 

The defendant packing company sold 
goods to one L under an agreement which 
expressly provided as follows: “When aad 
as merchandise is shipped hereunder the 
seller will make on the buyer one draft 
for one-half the price of each shipment, 
payable in fifteen days from date, and one 
draft for one-half such price, payable in 
thirty days from date, to which drafts the 
seller will attach invoice and bill of lading, 
the same to be transmitted and presented 
to buyer through usual banking channels, 
and buyer agrees to accept such drafts upon 
presentation and to pay the same at ma- 
turity, and title to merchandise shipped 
shall not pass from seller to buyer until 
payment of drafts as aforesaid.” Under 
this agreement goods were shipped to L and 
drafts were sent. L died at a time when 
three drafts for goods so shipped had been 
accepted by him but had not yet maturcd. 
Upon acceptance of drafts, bills of lading 
evidencing the shipments were delivered to 
L, who then resold the goods in due course 
of business, but such goods were not listed 
by L upon his books as assets of L, nor 
was the debt therefor listed as liability of 
L until the same had been sold. 


Held, that the defendant packing com- 
pany was correctly adjudged by the trial 
court to be entitled to the immediate pos- 
session of the merchandise, and that the 
acts of the administrators of L’s estate ia 
taking possession of the goods and selling 
the same amounted to an act of conversion, 
and that the goods having been sold by 
such administrators, the packing company 
is entitled to the proceeds. Roach vs. 
Whitfield, 94 Ark. 448, distinguished. Na- 
tional Bank of Arkansas vs. Interstate 
Packing Co. Supreme Court of Arkansas. 
Decided November 7, 1927. 


Conditional 


* * * 


Corporations 
STOCK. BY-LAWS 

Validity of By-Law Declaring That No 
Share of Stock is Transferable Without 
the Holder Thereof First Offering the 
Same for Sale to the Corporation. 

Action to compel the tramsfer of a cer- 
tificate of corporate stock. Defendant was 
the President of L’Italia Press Company, 
a corporation, and one Chirone had been 
the holder of eight shares of the capital 
stock of the corporation. Plaintiff had ob- 
tained possession of the certificate repre- 
senting the eight shares by assignment from 
Chirone. The defendant had refused to 
transfer the shares to the plaintiff on the 
books of the conporation on the ground that 
the by-laws of the corporation provided “no 
share of stock of this corporation is tras- 
ferable without the holder thereof first pre- 
senting the same to the office of the cor- 
poration and offering the same for sale to 
said corporation.” It appears that Chirone 
had known of the existence of the by-law 
but had not offered the shares to the cor- 
poration. 


Held, that the defendant should be com- 
pelled to transfer the certificate on the 
books. It is the rule in California that a 
corporation is not authorized to purchase 
its own stock except as provided by statute, 
unless the transaction be necessary to save 
itself from loss, as bv taking the same ir 
satisfaction of loss, since the result would 
be to illegally withdraw and pay to the 
shareholder a part of the capital stock. 
Therefore, a by-law which requires or pur- 
ports to authorize the officers of a corpora- 
tion to make purchases of its own capital 
stock, except under those conditions, is in- 


consistent with the provisions of the iaw 
and void. Mancini vs. Patrisi. Calif. Court 
of Appeals, First Dist. Div. 1. Decided 
December 10, 1927. 


+ * * 


NEGOTIABLE INSTRUMENTS 
TRADE ACCEPTANCES 


Negotiability of Trade Acceptance Pro- 
viding that the Goods out of Whose Sale 
the Acceptance Arises Shall Remain the 
Property of the Drawer Until the Accep- 
tance is Paid. Power of Corporate Treas- 
urer to Endorse Trade Acceptance. 

Trade Acceptances were drawn by a cor- 
porate drawer payable to itself, being in 
the ordinary form of sixty day bills of ex- 
change but containing the additional sen- 
tence: “The obligations of the acceptor 
hereof arise out of the purchase of goods 
from the drawer and such goods remain 
the property of said drawer until this ac- 
ceptance is paid.” The acceptances were 
accepted by the drawee and endorsed by the 
drawer and an accommodation corporate 
endorser in turn, the corporate endorser’s 
name being signed by its treasurer. In this 
form they were delivered by the drawer to 
a purchaser. The purchaser brought an 
action against the accommodation corpo- 
rate endorser alleging that it was an inno- 
cent purchaser for value. The endorser 
contended that the trade acceptances were 
non-negotiable and therefore that the pur- 
chasers took subject to its defense as an 
accommodation endorser and as _ having 
made an ultra vires endorsement by an un- 
authorized officer. 


Held, that the trade acceptances were 
non-negotiable, since the quoted provision 
incorporated the contingency that title to 
the goods was to remain in the drawer un- 
til the acceptances were paid and thus, the 
time fixed for payment might be shortened 
or prolonged beyond sixty days from the 
date of the acceptance, when it became pay- 
able. Both defenses were, therefore, avail- 
able and the court upheld both as valid, 
stating that the purchaser had notice that 
the endorser endorsed only for accommoda- 
tion, that it was ultra vires for a corporation 
to endorse negotiable paper for accommoda- 
tion and that the treasurer was not author- 
ized so to endorse, whether or not tthe en- 
dorsement had been ultra vires. Pierce. 
Buthker and Pierce Mfg. Corp. vs. Russeli 
Boiler Works, Inc., Supreme Judicial Court 
of Massachusetts. Decided January 9, 1928. 


WASHINGTON NOTES 


Conservation of Petroleum 


Secretary Work of the Interior Depart- 
ment, chairman of the Federal Oil Conser- 
vation Board, recently appointed a com- 
mittee of nine to investigate over-produc 
tion and elimination of waste in the petro- 
leum industry. The chairman of the cum- 
mittee is Henry M. Bates of Michigan. 
The committee is made un of representa- 
tives from the American Bar Association, 
United States Government and the petro- 
leum industries. 


Hoover Praises Trade Associations 


Secretary Hoover recently issued a re- 
port in which he said that the development 
of trade associations marks a fundamental 
step in the evolution of our economic life. 
He said that trade associations have made a 
valuable contribution to our economic prog- 
ress in the field of scientific and economic 
research, in statistics, in simplification and 
standardization of communities, in the pro- 
motion of arbitration in commercial dis- 
putes, in developments of foreign trade and 
in scores of other directions. 
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Wales, Electrical Equipment Marke 


The Department of Commerce recent! 
issued a report showing that Souther 
Wales is a good market for electrica] iia. 
chinery and supplies. This territory con. 
tains one of the most extensive and active 
coal-mining areas in the world and js ajy 
an important center for the manufacture d 
tin plate. The region is also noted 
for various other manufactures in cgay 
iron, steel, etc. The use of electricity is 
being extended and is finding a constanj) 
widening application in the Welsh indy. 
tries, according to the renort, which say 
that it is a field of special interest to the 
American manufacturer and exporter oj 
household time and labor saving devices, _ 
Held No 


Repossessing Securities 


Preference 


The Supreme Court of the United States 
recently held that a party holding securit; 


did not create a preference within the mean. | 


ing of the National Bankruptcy Act by tak. 
ing possession of the propert~ under th 
terms of a contract of conditional sale 
within four months of bankruptcy. 
Under a decision of the Supreme Cour 
of Appeals of Virginia the clause in th 
Traders’ Act to the effect that all of the 
property of the debtor “shall as to th 
creditors of any such person, be liable for 
the debts of such person.” The tem 
“creditors” was held to mean creditors hay- 
ing a lien. The Supreme Court in revers. 
ing the decision of the lower court held that 
the repossessing of the automobiles did not 
create a preference in bankruptcy. 


Briefly the facts were as follows: The 
Finance and Guaranty Company sold four 
automobiles to W. A. Lee, the bankrupt, 
under a conditional sales contract, which 
was duly recorded. Later the finance com. 
pany repossessed itself of the cars. Ten 
days later a petition in bankruptcy was filed 
against Lee and he was subsequently ad- 
judicated a bankrupt. A year later the 
Trustee in Bankruptcy brought suit to re- 
cover the value of the automobiles under 
the Traders’ Act of Virginia on the theory 
that all the property used by Lee in his 
business including the automobiles “shall as 
to the creditors of any such person, he 
liable for the debts of such person.” 

The ‘Supreme Court said that the lien of 
the Trustee in Bankruptcy did not arise 
until after the property in question liad 
gone back to the hands of the Finance and 
Guaranty Company which had reserved 
title to itself in the conditional sales cox- 
tract. The ‘Court consequently held that 
the re-taking of the property was valid as 
against the trustee. 


Seeks Repeal of Bankruptcy Law 


Representative Blanton, of Texas, re 
cently introduced in the House of Represet- 
tatives a Bill (H. R. 9949) providing for 
the repeal of the Bankruptcy Act of 18% 
Representative Blanton claims that millions 
of dollars are lost annually to the American 
public through bankruptcy losses. This is 
done, he says, by the jobbers raising prices 
to offset bankruptcy losses. 


Judicial Code Amended 


The House of Representatives recently 
passed a Bill (H. R. 5623) to amend the 
judicial code by authorizing “declaratory 
judgments by the Federal Courts. This 
Bill was referred to in a previous bulletin. 
Under this Bill, when parties are uncertalt 
of their legal rights under a contract ad 
are threatened by adverse claims by others 
they may invoke the aid of the courts 1 
a determination of their rights before aly 
actual injury has been made. The Bill has 
not passed the Senate. 


Me 
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S a part of the service ren- 
dered its members, the Dal- 
las Wholesale Credit Men's 
Association, whose secretary is E. F. 
Anderson, supplies a series of effec- 
tive collection letters from which the 


following have been selected. There 
is ample evidence that these letters 
themselves and the ideas contained in 
them have been productive of fine 
results. 


A Three-Legged Stool 


Dear Mr. Doe: 

Business is like a three-legged stool. 
If one leg is missing the whole thing falls 
down. 

One leg is when we sell you the mer- 
chandise, The next one is when we de- 
liver the goods to you. The last and 
equally important is WHEN YOU PAY 
FOR THEM. 

You may be sure we are most anxious 
to furnish the first two legs, but we have 
to ask you to supply the third. 

Please do so at once by promptly 
ing the account of $150 we have 
carrying for quite a long time. 

Then we'll both feel better. 

Yours truly, 


Justify Our Confidence 


Dear Mr. Doe: 

Money will go just so far. 

It takes so much to pay the grocer, the 
butcher, the dry goods man, the gasoline 
man, the automobile man and what not. 

You may be sure we realize that it is 
a difficult matter to save out enough to 
pay a bill for which the merchandise rep- 
resented is already used up. 

However, when we sold you merchan- 
dise on credit, we believed you could and 
would do so. 

_ Please justify the confidence we placed 
in you and pay that account of $150.00 we 
have held open so long. 

Yours truly, 


The Oil of Business 
Dear Mr. Doe: 

It takes OIL to make the Wheels of 
Machinery turn without squeaking and 
without getting a hot box and messing up 
the whole works. 

The Wheels of Business require OIL 
—or the whole country would go to pot 
as sure as the world! 

CREDIT IS THE OIL OF BUSI- 
NESS, which lubricates the wheels and 
makes them turn smoothly. 


pay- 
been 








When you buy merchandise from us, we 
hahd you the bundle and accept your cred- 
it instead of money, which is just the same 
as you handing us your Honor for-safe- 
keeping until you liquidate the debt with 
coin of the realm, 

Naturally, everyone keeps his Honor 
spotless, and that is the reason we can do 
business on credit at all. 

Really, we believe you will agree with 
us that it is time to pay the account oi 
$150 you have owed us for quite a while. 
What do YOU say? 

Yours for better business and 
of it! 


more 





Our Contract Fulfilled 


Dear Mr. Doe: 

You are bound to realize that an account 
you owe cannot go on indefinitely being 
overdue; there must come a day of liqui- 
dation sooner or later, one way or an- 
other. 

In the first place*we never will believe 
that you are unwilling to pay your ac- 
count. We know that it has run longer 
than you intended it should, and that if 
we could sit down with you this moment 
and talk it over, we would hear some 
mighty good reasons why it has not been 
paid before now. 

But the fact remains that we have ful- 
filled, so far as we know, every part of 
our contract; we have earnestly tried to 


serve you and we desire to keep on do- 
ing so. The account is fair, It has not 
been disputed. It should be paid. Our 


position is simply that your account is 
$150.00, overdue, and that we are justified 
in insisting on a disposition of the matter. 

Promote your OWN interests. In or- 
der that we can continue to serve you 
freely and unhesitatingly send us your 
check today. 

Help us build and maintain mutual con- 
fidence. 

Yours truly, 


The Friendliest Feeling 


Dear Mr. Jones: , 
Now let’s ge back to the time when you 
bought your goods. You were entirely 
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Letters 
That Pull 


If one delicately made fly 
does not attract, the ex- 
perienced fisherman se- 
\ lects another—and grad- 
: ually fills his creel. 


pleased with your buy. You know our 
policy—“Our customers must be pleased.” 
The goods were new and they suited you 
to a T; you were proud of them, and if 
you had been called upon to pay for them 
that time, you would have been giad to— 
for vou had tne -tiendliest feeimg for 
us. 

Get in that frame of mind again; come 
in and pay the amount of $150, or make 
arrangements that will be satisfactory to 
both of us. Let’s complete the contract. 

We have done our part; we know you 
shall be glad to do yours. 

Yours very truly, 





Now You Help Us 


Dear Mr. Jones: 

You know our policy—“The customer 
must be pleased”; we want to give you 
service and quality at the lowest cost to 
you. 

The people from whom we obtain our 
goods insist that we pay them promptly 
and we must look to our customers to 
whom we extend credit to pay us the 
same way. 

We always like to stand well with the 
firms that supply us, because by doing this, 
we can serve you better. 

On the fifteenth, we wrote you about 
your balance of $150. You haven't been 
in to see us about it. 

We've helped you; now, we want you 
to help us. Come in today and pay up 
that account, and let’s start the new year 
with a clean slate. 

Yours ‘very truly, 





Your Credit — and Ours 


Dear Friend: 

You asked us to sell you merchandise 
on credit and we did so, feeling confident 
you would pay us at the proper time. 

You now owe us $150.00 which is past 
due. 

In order that we may give you credit, 
we must buy merchandise on credit, and 
if we do not pay our bills promptly we 
cannot continue to buy on credit. We 
cannot pay our bills promptly unless you 
pay us, 


oT 
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CREDIT MONTHLY 


CreditInformationfrom Banks 
A Banker Tells How Credit Managers Can Best Get It 


By John N. Eaton 


Vice-President, Merchants National Bank, Boston 


Chairman, 





HEN a concern is seeking 
to establish its credit stand- 
ing with a mercantile house 


or manufacturer it is not unusual for 
it to give as a reference the name of 
its bank. Perhaps this will be the 
only reference mentioned. It is con- 
sequently a problem of the credit 
manager to find if possible the meth- 
od of approach to the banker which 
will yield the best results in infor- 
mation obtained. This problem is 
of particular importance if, as is 
sometimes alleged, reports received 
from banks are not always satisfac- 
tory. This suggests that the attitude 
of the bank toward inquiry letters 
might be interesting matter to put be- 
fore the members of the National 
Association of Credit Men. 

Probably the best co-ordinated 
data covering the banker’s attitude 
toward credit information  inter- 
change is contained in the “Code of 
Credit Department Ethics” adopted 
in February, 1916, by the Robert 
Morris Associates, the organization 
of credit managers of banks, which 
are members of the National Assso- 
ciation of Credit Men. The articles 
of the Code which relate particularly 
to — information are as follows: 


The first and cardinal principle in 
a investigation is the sacredness 
of the replies. 

2. Every letter of inquiry should in- 
dicate in some definite and conspicu- 
ous manner the object and scope of 
the inquiry. 

3. When more than one inquiry on 


Committee on Credit Practices, 


the same subject is sent simultane- 
ously to banks in the same city, this 
fact should be plainly set forth in the 
inquiries. 

4. Any betrayal of the confidence im- 
plied when credit information is given 
brands the offender unworthy of con- 
sideration or confidence. 

5. Indiscriminate revision of files, 
when there is no real need of infor- 
mation, is unnecessary, wastefv] and 


undesirable. 

6. If form letters are used in mak- 
ing inquiries, it is good practice to have 
them bear the manual signature ot the 
inquirer to establish responsibility. 





7. In seeking information, the name 
of the inquirer, in whose behaif the in- 
quiry is made, should not be disclosed 
without permission. 

8. In answering inquiries, the source 
of the information should not be dis- 
closed without permission. 

From the standpoint of the ex- 
change of information between bank- 
ers and commercial credit managers, 
the first three declarations are of 
special importance. While readily 
understood as between bankers, their 
implications may not be so evident to 
others and therefore they will be re- 
quoted and discussed in some detail. 


Replies Sacred 


1. The first and cardinal principle in 
credit investigation is the sacredness of 
the replies. 

Beyond what appears in a first 
reading of this declaration lies a sec- 
ondary meaning. The relation of 
the banker to his customer is not 
that of the seller of goods and the 
buyer of merchandise. The custom- 
er of a bank intrusts to his banker 
the most precious of his possessions, 





Robert Morris 


Associates 


his reputation, by giving him an in- 
timate knowledge of his financing 
problems. The banker deals in 
credit, which once tarnished cannot be 
remarketed like used or repossessed 
merchandise. His position resembles 
that of a trustee. Therefore, in 
speaking of his trust he must give 
his customer every possible safe- 
guard. He must be sure that the 
person to whom he gives information 
will follow the strict letter of the 
information as given. Only as an in- 
quirer establishes himself as entitled 
to credit confidence does he enjoy a 
widening response to inquiries ask- 
ing for information. 

The stationery of banks usually 
carries the names of officers and 
credit men. The stationery of com- 
mercial inquiries infrequently adds 
support to the signature. In the for- 
mer case the corporation has given 
printed authority to the signature, if 
real. Such a procedure adds positive 





identity to the writer and re-enforces 
his request by the standing of his 
house. 


Object and Scope 


2. Every letter of inquiry should in- 
dicate in some definite and conspicuous 
manner the object and scope of the 
inquiry. 

Vague questions produce vague 
answers. In asking a credit man- 
ager for his opinion concerning some 
risk, the problem should be definite. 
To inquire about the general stand- 






























a 


<7 PRESS 


WEES 


=F ,7 


MARCH, 1928 


ing and responsibility of a company 
does not indicate whether the trans- 
action involves $50 or $50,000, or 
perhaps $500,000. In some measure 
the banker can infer the probability 
as between the first and last of these, 
but it is difficult for him to deter- 
mine as between $50 and $500. 
There are many cases in which he 
might feel it proper to recommend 
a $50 credit and suggest caution 
toward one of $500. A review of 
innumerable commercial inquiries 
discloses the fact that far too great a 
percentage are not definite in indi- 
cating what is wanted. If the com- 
mercial credit manager be asked to 
extend a $500 credit for a period of 
sixty days and if he request an opin- 
ion from a bank, then let them pre- 
sent his problem in some such way 
as this: “We have before us an or- 
der from John Doe & Co. for $500 
of merchandise. Our selling terms 
call for payment within 60 days. Is 
this company, in your opinion, able 
to make such payment and do you 
believe that they will be inclined to 
abide by the sales contract terms?” 
Such a question is definite and in the 
majority of cases the result would 
be a concise and pertinent reply. 


In an effort to extract detailed in- 
formation many inquiry letters ask 
too many leading questions concern- 
ing lines of credit, existing loans or 
past limits of loans, average balances 
and the like. Most of this informa- 


De 
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tion the banker holds under the bond 


of trusteeship. Ethically, by estab- 
lished practice, and sometimes legal- 
ly, he is bound not to discuss the 
intricacies of his relations with his 
customer. The probability is that he 
extends credit in excess of the 
amount covered in the average com- 
mercial inquiry. In establishing his 
own willingness to loan, the banker 


must have satisfied himself of the 
customer’s credit strength. This ex- 
amination and knowledge puts the 
banker in a position to render an ef- 
fective opinion. If the commercial 
credit manager is entitled to the inti- 
mate details on which this opinion 
rests he can secure them at the source 
by getting them directly from the 
debtor. 


More Than One Inquiry 


3. When more than one inquiry on 
the same subject is sent simultaneously 
to banks in the same city, this fact 
should be plainly set forth in the in- 
quiries. 

There are two ways open to those 
seeking credit information from 
banks. Either they may select one 
bank in a city and address an inquiry 


to it, or they may broadcast their in- 
quiry to many or all banks in the 
city. Usually the most productive 
method is to select some one bank 
that might logically be expected to 
have information on the subject, ad- 
dressing the inquiry to a proper per- 
son in that bank. In nearly every in- 
stance, in the larger cities at least, 
some special officer will represent the 
bank’s membership in the National 
Association of Credit Men. The 
membership list of the National As- 
sociation can be used to get this clue. 
There is a fair presumption that this 
officer has direct contact with the 
credit operations of the bank. A let- 
ter addressed to him will be received 
in a credit atmosphere and the prob- 
able result is obvious. 


Some credit managers, either un- 
able or unwilling to make the effort 
to establish this contact, take a more 
comprehensive and what may appear 
to be an easier method by writing to 
every bank in the directory for the 
city. This drag-net method makes 
the inquirer feel more certain that 
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he will hit the source of information. 
There can be no objection to this 
method if it be pursued fairly; but 
too frequently these drag-net letters 
defeat their own ends because they 
do not live up to declaration No. 3 
above quoted. When several banks 
receive an inquiry and, in a spirit of 
co-operation, begin an investigation 
only to cross each other’s trail, it is 
only human nature to let down a bit. 


The feeling of responsibility is re- 
moved and with it goes careful in- 
vestigation. 

If the inquirer takes it upon him- 
self to find the real source of infor- 
mation by broadcast inquiry, it is 
only fair to state the fact in each 
letter. This can be accomplished 
by adding a footnote phrase, some- 
what as follows: “We are writing 
other banks in your city on this 
name and would, therefore, trouble 
you only for such information as you 
may have in file.” The banker re- 
ceiving such a letter, if otherwise 
properly composed will instantly vis- 
ualize an intelligent and reasonable 
co-worker in credit fields. His reac- 
tion will normally be toward a desire 
to serve such a man as well as pos- 
sible. Bankers are merchants of 
credit and financial service. Although 
their efforts may be restricted by 
their trustee-like responsibilities, 
their desire to serve is real. The way 
to achieve their co-operation is by 
simplicity and clarity and not by use 
of forms which in their own circle 
they condemn. An __ intelligently 
written, properly signed inquiry 
from any one known to play the 
game fairly will get always a maxi- 
mum of information. Conversely, 
more or less general letters, so writ- 
ten or issued as to bear the earmarks 
of ill-conceived routine will bring 
poor results. ‘ 
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CREDIT MONTHLY 


Answers to Credit Questions 


National Association of Credit Men 


Statute of Limitations 


Q. Isa note barred after seven years 
where no payments have been made 
during that time, either of principal or 
interest? 

A. The answer depends upon the siate 
in which suit is brought. In New York 
and most other states, the note would be 
outlawed at the end of six years. This 
subject is covered in the 1928 Credit Diary 
and Manual of Commercial Laws, on page 
262. Any acknowledgement in writing of 
the existence of the debt, signed by the 
maker of the note or lawful agent, 
would, however, toll the statute of limit- 
ations. 


his 


t Bad Checks 

Q. What States include checks that 
are paid on account in their Bad Check 
Laws? 

A. Checks given in payment of pre- 
existing debts, which we presume is what 
the inquiry means, are usually held not :n 
violation of the Bad Check Laws. See 
Berry vs. State 153 Georgia 169. But, 
when a check is given in payment of a pre- 
existing debt, or for any other past cor- 
sideration, it is a question of fact for the 
jury to determine whether or not there 
intent to defraud sufficient to 
justify a conviction. See State vs. Lowen- 
stein, 142 N. E. 397. 

The highest court of Kansas, however, 
in State vs. Avery, 111 Kan. 588, has held 
that a check given under such circumstances 
is a criminal offense, if given with knowl- 
edge that there were no funds in the bank 
with which to pay it. 

There has been a recent amendment in 
New York which is intended to accomplish 
the same object, but which has not been 
interpreted, and in our opinion, will be ‘n- 
effective. We know of no other state out- 
side of Kansas where it has been expressly 
held that such a check is within the Bad 
Check Law. 


existed an 


Conditional Sales 


Q. How can one who has shipped 
goods on consignment protect himself 
against loss of the goods by fire, theft 
or otherwise? Is there any advantage 
in shipping on “memorandum” rather 
than on consignment? 


A. We do not understand that there is 
any legal distinction between shipping un 
memorandum and shipping on consignment. 
As we understand the terminology, both 
words are used by business men to apply 
to transactions which the law regards as 
the same. A shipment on consignment is a 
bailment for sale, the bailee selling the 





One Park Avenue, New York 


As To Legal Advice 


HE National Association of 
Credit Men supplies answers 
to credit questions and some of 
the answers, of general interest, 
are printed regularly in the Credit 
Monthly. Advice cannot be given, 


however, regarding legal rights 
and liabilities. Such advice should 
be obtained from an attorney to 
whom all the facts should be 
stated. When such inquiries are 
received, information is furnished 
only as to the general principles 
of law involved. 


—E. P. P. 


goods usually in his own name, and atter 
paying himself a commission, remitting 
the balance of the purchase price to the 
consignor. 

It is not unusual to provide in a consign- 
ment agreement that the consignee agrees 
to insure the merchandise in the name of 
the consignor and to pay the premiums. 
If this provision is incorporated in the con- 
tract and the consignor insists upon the 
delivery to him of the insurance policies, 
it would seem that he would be amply 
protected. Similarly, insurance can be car- 
ried as against loss by theft or otherwise. 


Dunning 


Q. What section of the Federal laws 
covers the prohibition against mention- 
ing past due accounts or “dunning” a 
debtor in telegrams or on post cards. 


A. The section referred to is found in 
the United States compiled statutes, 1918, 
Section 10382 (‘Criminal Code Section 312.) 
A discussion of dunning by telegraph is 
also found in the Credit Diary and Manual 
ot Commercial Laws, 1928, page 317. 

Section 10382 declares unmailable matter 
upon the envelope or outside cover of 
which, or any postal card upon which are 
any delineation, epithets, terms or language 
of an indecent, etc. - - - - or threat- 
ening character or calculated by the terms 
or manner or style of display, and obviously 
intended to reflect injuriously upon the 
character or conduct of another. Under 
this section, it was held that a postal card 
demanding payment of a debt and stating 
that “if it is not paid at once we will piace 
the same with our lawyer for collection,” 
is non-mailable matter. U. S. vs. Smith, 
69 Fed. 971. But, a postal card containing 
the words “please call and settle account 
which is long past due and for which our 
collector has called several times, and ob- 
lige” is not within the prohibition as the 
language cannot be said to be threatening 





or offensive to the person addressed or such 
as to attract the public notice. U. S. ys. 
Bayle, 40 Fed. 664. 


Illinois Partnership . 


Q. If a partner withdraws Solera. 
bill is paid, can he be held for the debt? 
If the business is incorporated before 
the invoice is paid, can the partner be 
held for the debt? 


A. The answer to the first question is 
that he can be held for the debt, unless 
there is some special circumstance which 
would release him. The answer to the 
second question is also “yes” 


Corporations 


Q. Does the collection of accounts 
by traveling salesmen in a foreign state 
make the corporation liable to the for- 
eign corporation laws of the jurisdic- 
tions in which this practice is followed. 


A. We have been unable to find any 
cases in which the courts have held that 
the mere collecting of accounts by salesmen 
constituted the transaction of intrastate 
commerce. If, however, the salesman de- 
livers merchandise to foreign corporations 
and makes the collections in the 
state, the corporation is conducting intra- 
state business. 


foreign 


Liability 

Q. <A New York concern has been 
selling a customer in Atlanta, Georgia. 
The customer was a partnership but 
after purchasing a considerable quantity 
of merchandise from the creditor, in- 
corporated. Subsequently the corpora- 
tion filed a petition in bankruptcy. The 
question is whether the partners can 
still be held liable for the partnership 
indebtedness. 


A. They can, unless they have been 
released by the seller, and the corporation’s 
responsibility accepted in place of the lia- 
bility of the partners. The claim against 
the partners is not provable in bankruptcy 
against the corporation. The corporation’s 
liability is limited by merchandise pur- 
chased by it as an entity entirely distinct 
from a partnership. The transfer in bulk 
of the assets of a partnership to a corpora- 
tion has been held to be within the Bulk 
Sales Laws of several of the states. The 
Georgia statute, however, is limited to a 
sale “for cash or credit”. If the transfer 
in this instance from the partnership to the 
corporation was, as is probable, in exchange 
for stock of the corporation, it is probably 
not within the Georgia statute. See Mos- 
kell vs. Alexander, 170 Pac. (Wash.) 350. 
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Office Management 
(Continued from page 2) 
Men, the Association was featured in 
the Cleveland daily papers, and in 
magazines of national circulation. 
The City Council endorsed the Busi- 
ness Show in a resolution signed by 

Mayor Marshall. 

Several members of the Group ex- 
pressed the opinion that a large num- 
ber of the graduates of the Commer- 
cial High Schools did not have suf- 
ficient training in spelling, arithme- 
tic and penmanship for the work re- 
quired of them in the average busi- 
ness office. A committee suggested 
to the Superintendent of the Cleve- 


department — 





An experienced personnel is handling this 
work, insuring prompt and diplomatic service. 
We shall be glad of the opportunity of serving 


Appreciated Service 


We have been delighted with the immediate re- 
sponse to the recent announcement of our new | 


A Collection Division 


The great number of members of the National 
Association of Credit Men who have already 
availed themselves of this service to handle their 
New York collections shows that there was a real 
need for this department. | 

























land Public Schools that more train- 
ing in these subjects be given in the 
Commercial High Schools. The re- 
sult was that a joint committee of 
high school principals and credit 
managers was appointed which made 
a careful study of the duties required 
by men and women holding various 
positions of a clerical nature. These 
facts are now being assembled, and 
from them it is hoped that the courses 
of study offered boys and girls in 
the Cleveland Commercial High 
Schools will more nearly meet the 
needs of business. This is said to be 
the first effort of its kind in any 
American city. 





you through our new department. 


Liquidation, Operation, Rebabilita- 
tion, Reorganization, Composition, 


Investigation, Industrial Surveys, 
Collections 
and as representative in bankruptcy 
administration 


The New York Credit Men’s 


468 Fourth Avenue 





Adjustment Bureau, Inc. 


New York, N. Y. 
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Keep Crooks Out 


(Continued from page 8) 


they buy, to ask for an investigation 
and to say, “If, after you have had a 
chance to find out that fraud is going 
on, you continue to sell this man, we 
shall refuse to buy your goods.” 

It is up to the wholesaler, of 
course, to see that no attention js 
paid to an such threat which arises 
merely from trade jealousy; but he 
can find out whether or not an ae- 
cusation of this kind is unfounded. 
The information may help him to 
keep his accounts clean. There can 
not be too many hands joined to 
force out the crook. All should unite 
—manufacturer, wholesaler, jobber, 
retailer—to make the way of thetrans- 
gressor hard and even impossible. If 
they do, commercial fraud will not 
only be reduced, but there will be no 
opportunity for organized bands of 
thieving merchants who, in some 
sections, shift goods and assets and 
fence with the law until the Credit 
Manager is worn out with the strat- 
egy of new attacks. 


“Credit for Ideas” 


READER of the Crepir 

MonrTHLy, referring to the 
article in the February Crepir 
MontTHiy entitled “Credit for 
Ideas,” writes that Bob Davis, author 
and editor, recently devised a satir- 
ical standard form of book contract 
“adopted unanimously by the au- 
thor.” 

The contract contained among 
other provisions, the following: 

“Upon the signing of this contract 
the publisher is to pay one thousand 
dollars ($1,000) cash and send the 
author home in a taxicab. 

“Six months following the issu- 
ance of the work the author, assisted 
by his wife and mother, shall submit 
an estimate of the probable total sales 
up to that date. Upon this estimate 
the publisher shall pay the royalties 
due. (a) If the writer of the book 
is of the feminine gender, this esti- 
mate can be based alone upon the 
author’s conclusion wholly apart 
from outside influence. (b) These 
estimates when presented by joint 
authors shall be doubled. 

“The publisher agrees to spend a 
sum of money not to exceed ten 
thousand dollars ($10,000) per an- 
num in the circulation of biographi- 
cal data touching on and appertain- 
ing to the author, and to make his 
name a household word.” 










MARCH, 1928 
























































































Proposed Amendment of mand and obtain a bond from con- | 
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THe Credit Manager, 
however efficient he may 
be, is not infallible. De- 
spite his constant vigi- 
lance it is almost inevi- 
table that losses, unfor- 
seen at the time of ex- 
tending credit, will oc- 
cur from time to time. 


Adequate protection 
against such losses can 
be obtained through 
Credit Insurance. 


May we have our agent in 
your city give you the 
facts? 





| credit be properly insured. 


| cial disaster in case of his death. 


United States Fidelity 


and Guaranty 
Company 
BALTIMORE, MARYLAND 





Over 8,000 Branches and Agencies 
in United States and Canada 











| it a great deal. 


| good credit risk. 


| and his 
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Life Insurance and Credit 
By W.C. Hanson 


E. G. Schafer Co., Washington, D. C 





W. C. 
Director, N. A. C. M. 


HANSON 


HERE is a very close connec- 

tion between life insurance and 
credit and in my own work, I use 
A retailer who hasn't 
his life properly insured is not a 
I therefore insist 
that every man buying from us on 
In the 
first place it gives a man self respect ; 
it protects his family against finan- 
It 
removes that worry from his mind. 
He knows that the insurance com- 
pany will, in part at least, compen- 
sate for the loss of his salary or in- 
come. 


I urge every man who undertakes 
an additional obligation to cover it 
with life insurance. His estate can 
handle it in the event of his death. 


No matter how inexperienced he 
is to start with, a man who has been 
sold life insurance has some of the 
fundamentals of ‘business in his 
mind. He can visualize a business 
proposition better if he has been sold 
life insurance. 


Take a man who hasn’t a thing in 
the world and starts in business. If 
he insures his life for say $5.000, he 
has bolstered up his credit, his busi- 
ness self-respect. He is in better 
standing with himself and his banker 
associates, and with the 


wholesalers from whom he gets his 
supplies. 

I undertake to get it into the mind 
of the man starting in this business 
that he should have a conference with 
a banker and that he should make a 
confidant of a Credit Manager, who 
through long experience in dealing 
with similar cases, can give him coun- 
sel of great value. I talk to him like 
this: 

“Don’t take any stand until you 
have what might be termed your 
partner, your counsel, your business 
adviser, the Credit Manager. If my 
firm isn’t the best firm in the busi- 
ness for you to deal with, look about 
and pick the best one. Tell them, 
‘I want you to help me, I am going 
to buy all my materials from you,’ 
Take all your problems to them. If 
they have a good Credit Manager, 
you will get a world of invaluable 
guidance, and without that guidance 
you will have a hard time to succeed. 
And part of my advice is to take out 
insurance not only for the direct 
benefit of your creditors, but for 
your family.” 

Moreover, when a man _ makes 
application for a job, I ask him if he 
has insurance, and if he would be 
willing to take a job with the under- 
standing that a certain amount, say 
38 cents a week would be deducted 
from his salary to cover insurance 
of $1,000 for the benefit of his fam- 
ily. We do not want a man to die 
i! Our organization and have every- 
body obliged to chip in. The man 
who has fought against the idea of 
taking out of insurance, always ad- 
mits, after he is sold, that it is a fine 
idea and proceeds to try to sell the 
idea to somebody else. 


Proceedings, 1921 and 1924 


HE National Association of 
Credit Men, in reorganizing 


its library, finds that two copies of 
the Convention Proceedings—for the 
years 1921 and 1924—are missing. 
The librarian would be indeed grate- 
ful if a reader of the CRrepit 
MonrTHLy sent either or both of these 
copies to the N. A. C. M., One Park 
Avenue, New York. 
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Rubber Stamp Your Letters! 
HE prosecution of commercial 
crooks would be greatly facili- 

tated if credit managers rubber- 

stamped—with the date and the ini- 
tials of the individual opening the 
envelope—every letter received by 
mail. This is the opinion expressed 
by George W. Coles, U. S. Attorney, 

Eastern District of Pennsylvania, in 

a recent letter to C. H. Keelor, rep- 

resentative in Philadelphia of the 

Credit Protection Department of the 

National Association of Credit Men. 

Mr. Coles writes: “Referring to 

criminal prosecutions for the Federal 

offense of using the United States 
mails in furtherance of a scheme to 
defraud creditors by the issuance of 
deceptive financial statements by the 
debtor as to the assets and _liabili- 
ties of his business, this office has 
encountered some difficulty at the 
trials of these cases in establishing 
the technical details surrounding the 
actual receipt by the prospective cred- 
itor of the particular letter mailed by 
the offending debtor. It too fre- 
quently occurs that the creditor, when 
on the stand, testifies merely to the 
general custom governing the hand- 
ling of all mail received in his es- 
tablishment, without being able to 
go further and state the technical de- 
tails which prove the receipt by him 
of the particular letter relied on to 

convict the defendant on trial, of a 

fraudulent use of the mails. 

“It is believed that much of the 
difficulty in question would be re- 
moved if the members of your Asso- 
ciation were to adopt the wise cus- 
tom of rubber-stamping each and 
every business letter received through 
the mails, with not only the date of 
the receipt of each letter but with 
the name or initials of the person 
by whom each letter was opened. It 
is this last mentioned person who 
should then be offered as a Govern- 
ment witness at the trial of the case, 
to prove the actual receipt of the 
letter from the defendant on trial, 
leaving it to some other witness from 
the same establishment to prove that 
credit was prejudicially given (or 
otherwise) on the faith of the fraud- 
ulent financial statement contained 
in the letter so received. 

“The foregoing suggestion is sub- 
mitted to you in the interest of suc- 
cessful prosecutions in this character 
of cases, and for such broadcasting of 
it among your membership as may 
seem to you most likely to bring 
about its universal adoption.” 


Noise in the Office 


ARIOUS solutions of the prob- 
lem of reducing noise in of- 
fices have been suggested in the 
articles on this subject, published in 
the October and December, 1927, is- 
sues of the Crepir Montuty. Wil- 
fred Ellis, of the Charlotte Asso- 
ciation of Credit Men, contributes 
to the discussion the following notes: 
Although I have often encountered 
this problem both in large and small 
offices, I have very seldom seen any- 
thing definite done to counteract or 
minimize noise, even when it has been 
recognized that this noise and the 


failed. 
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Thousands of Dollars 
at Stake 


Ir was the height of the holiday season. Every machine in 
a large inland candy factory was working at full capacity. 


But the supply of sugar on hand would last only through 
the day. A shut-down seemed inevitable. A shipment of 
sugar purchased for immediate delivery had been dispatched 
from New York some days before but had not arrived. 
Every effort of the factory to discover its whereabouts had 


Then the General Manager telephoned to the American 
Exchange Irving Trust Company in New York. Immedi- 
ately the bank’s special machinery was set in motion. With- 
in forty minutes the cars were found in the railroad yards 
of a large city eighty miles from the factory. With the co- 
operation of the railroad, the much needed sugar was placed 
onthesidingat thefactory by 5 0’clock thefollowing morning. 


Thousands of dollars in profit and customer good will 
were saved for the manufacturer by the prompt action of 
the American Exchange Irving Trust Company. 


OUT-OF-TOWN OFFICE 


AMERICAN EXCHANGE 


IRVING TRUST COMPANY 
Woolworth Building, New York 


27 


resulting confusion materially lessen 
the efficiency of all of the occupants. 

As a rule noise and confusion have 
fully as bad an effect on executives 
as on stenographers and clerks. 

The best solution is, where this 
can be done, to divide large offices 
into as small units or divisions as 
possible, although in many cases a 
certain amount of convenience must 
be sacrificed. 

The problem is certainly worth the 
careful consideration of all business 
men, but each separate problem has 
to be studied to meet particular con- 
ditions. 





ThenewSafeguard Speed Model 
is the fastest check writing ma- 
chine ever devised to give com- 
plete protection. 

Checks written with the Safe- 
guard are automatically triple- 
protected. 


1. WritesEXACT amount inWORDS. 

















2. AUTOMATICALLY Protects 
Payee’s Name. 






Thesame operation that writes out theamount 
in acid proof red ink, shreds the Payee's Name 
and the amount as written in figures. It’s 


automatic—**You can't be Careless with a 
Safeguard,” 


3- Amount is ALWAYS written in 
ONE line, full width of check; elimi- 
nates danger of raising by additions. 


THREE ~ FOLD 


carEcuan? 








@) WRITER 


SEE IT DEMONSTRATED 
at leading Stationers and 
Office Equipment Dealers 
Manufactured by 
SAFEGUARD CHECK WRITER CORP. 


LANSDALE PENNSYLVANIA 





Credits at C. of C. of U. S. 
Wholesalers’ Conference 
NATIONAL wholesalers’ 


conference was held in Wash- 
ington, D. C., on February 14 
and 15, under the auspices of the 
Domestic Distribution Department 
of the Chamber of Commerce 
of the United States. The Confer- 
ence was organized by Alvin E. 
Dodd, Manager of the Department, 
who is about to become Managing 


Director of the Wholesale Dry 
Goods Association of the United 
States. Mr. Dodd continues his 


connection with the firm of Alvin 
Dodd & E. M. West, Marketing 
Advisors, New York, N. Y. 

The Conference covered (1) 
Wholesale Functions and Services, 
(2) Economic Factors Affecting 
Wholesaling, and (3) Business 
Analyses. A fourth subject was the 
financial aspect of wholesaling, and 
this subject was covered under the 
following heads: 

(a) Sales Contracts 

(b) Trade Acceptances 

(c) Price terms :— 

(1) Discount rates 
(2) Credit practices 

(d) Interchange of credit infor- 

mation :— 

(1) Character of customers 

(2) Limitation of credit 

(3) Elimination of bad 
debts 

(e) Instalment Selling 

The special sessions covering the 
above fourth subject were presided 
over by Dr. Frank A. Fall, Director 
of Research, National Association of 
Credit Men, who represented the As- 
sociation at the Conference. 

The conference adopted a resolu- 
tion calling upon wholesalers to 
stand firmly by their terms of sale 
and to compel the buyer to do the 
same. 

Other resolutions dealt with the 
exchange of bad debt loss data and 
with the dangers of selling terms 
rather than goods or services. 


Installed 


T may be that a new meaning for 
the word installed has crept into 
the language. The following conver- 
sation is recorded in the London 
Opinion : 

Visiting Clergyman: “Good eve- 
ning, Mrs. Johnson. Ah, I see you 
have installed a new wireless set.” 

Mrs. Johnson: “We have not! 
Jim paid down good cash for it.” 
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Organizing Credits 
(Continued from page 16) 
in a constructive manner may dis- 


close to a considerable number of 
business executives some surprising 
facts. They may find that 75 or even 
85 per cent. of the credits they are 
now passing need no further atten- 
tion than that which may be given 
by the order clerk at the time of 
checking the accuracy and clearness 
of the individual items on the sales 
orders as received. 

By reducing in this way the need- 
less reference to records, the prob- 
lem of handling accounts receivable 
becomes, as it should, one largely of 
mechanics, where full use may be 
made of all the advantages of ma- 
chine operations. 

At the same time the situation of 
the Credit Manager resolves itself 
into one of broad consideration of 
risks and their influence upon vol- 
ume. His relation to sales discloses 
itself in ever increasing importance; 
and his position as a component fac- 
tor in the growth (as well as the 
mere conservation) of his institu- 
tion becomes a matter of prime in- 
terest. 

The influence of credit policies 
upon sales appears sometimes to be 
overlooked and with rather serious 
consequences in many _ instances. 
There is good reason, therefore, for 
devoting the next article of this 
series to the considerations involved 
in so important a phase of manage- 
ment. 


Without the Jobber 


F we believe the jobber does not 


have a place in the modern system. 


of business, then, we may inquire 
what effect there would be on distri- 
bution if he were entirely eliminated. 
Without the jobber, how would a 
small manufacturer with limited cap- 
ital market a worthy product on a 
wide scale if he did not have the job- 
ber to distribute his product and 
supply the capital necessary to carry 
the accounts of the retailers? We 
must admit nearly every business has 
had its beginning in a small way, 
and that so long as the world exists 
there will be people desirous of en- 
gaging in business, hence there must 
be the jobber to supply the small re- 
tailer with his wares, and the jobber 
to distribute the products of the small 
manufacturer. We cannot eliminate 
the jobber without finding a substi- 
tute—W. H. Sanner, F. S. Love 
Mfg. Co., Johnstown, Pa. 
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Instalment House Statements 
Facts They Should—But Seldom Do Present 


Mr. Musselman, who is with the 
firm of Hulse & Bringhurst, Phila- 
delphia, is of the opinion that all of 
the accounts receivable of an instal- 
ment house should not be included as 
current assets. To do so would be 
as unjustifiable, he believes, as for 
a financial institution to combine its 
investments with its loans and dis- 
counts. 


HE instalment business has 

certain unique characteristics 

which are of special impor- 

tance to credit managers, but which 

are seldom reflected in the financial 

statements submitted for credit pur- 
poses. 

The most conspicuous item in the 
statement is the accounts receivable, 
but—unlike the accounts receivable 
shown by the non-instalment-trading 
concern, which is convertible into 
cash in 30 or 60 days—the asset en- 
titled “accounts receivable” in the 
instalment house statement is in re- 
ality a combination of four differ- 
ent entities which have as many dif- 
ferent aspects for the credit man- 
ager. These four parts of the in- 
stalment accounts receivable are (1) 
accounts available for current lia- 
bilities; (2) accounts not available 
for current liabilities; (3) delinquent 
accounts; and (4) accounts likely to 
be charged off as bad debts. 

(The hypothecation, if any, of 
accounts receivable is another thing 
to be borne in mind by the Credit 
Manager. ) 

It is highly desirable to show this 
analysis instead of showing a single 
item of “accounts receivable” and it 
is easy to do so; but the book- 
keeper seldom knows how to accom- 
plish it without resort to an analysis 
of all the individual accounts, a 
process which is too cumbersome and 
expensive to be established as a mat- 
ter of regular routine when there 
are numerous accounts and compara- 
tively small balances. 

Because of the dominating size of 
the accounts receivable item, the off- 
setting reserve account is in fact the 
Most important item on the balance 
sheet. Besides setting a value on the 


By D. Paul Musselman 


asset, it becomes a major factor in 
determining profits and surplus or 
net worth; and because of this rela- 
tively large size of the asset, any 
error in the manner of computing 
the reserve is likely to have a greater 
effect on the profits than any error 


in inventory, depreciation, accruals, 
or other factor that goes to make up 
the statement. 

It is desirable that the statement 
should show how this item is made 
up. As a rule, the reserve, if any, 

(Continued on page 34) 
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Stand Behind 
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CREDIT MANAGER 


HIS, a CREDIT INSURANCE Policy of the 
“London” Company does. 


It increases his value to those to whom he is respon- 
sible. 


“London Service” removes the burden of handling 
slow and insolvent accounts from the Credit Man- 
ager, thus enabling him to devote his time to con- 
structive work or new problems that confront him 
daily. 


A partnership composed of a Credit Manager and 
the Credit Insurance Company both working to the 
same end is ideal and eliminates most of the uncer- 
tainty as to losses from bad debts. 


LONDON 


' GUARANTEE & ACCIDENT CO., Ltn. 


Head Office: 55 Fifth Avenue, New York City 


Oliver J. Matthews, Mgr. Credit Insurance Dept. 
C. M. Berger, United States Manager 
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Tests for Credit Soundness 


RATIO ANALYSIS OF FINANCIAL STATE- 
MENTS. Alexander Wall and R. W. Duning. 
Harper & Brothers, N. Y. 1928. 353 pp. $4. 
The Credit Manager who does not under- 

stand and use in his work at least the basic 

principles of financial statement analysis 

is as helpless as a canpenter without a 

hammer. Fortunately there are today very 

tew of this type, and much of the credit 
fer this condition belongs to Alexander 

Wail, the pioneer of ratio study in the 

United States. 

Associated with Mr. Wall in the prepara- 
tion of the new text is R. W. Duning, his 
assistant in the Robert Morris Associates, 
the organization of credit managers of 
banks belonging to the National Associa- 
tion of Credit Men. The book is dedicated 
“to the Robert Morris Associates, in whose 
service the writers have secured the experi- 
ences that make its writing possible.” 

When Mr. Wall began his studies some 
years ago he found in general use but one 
outstanding test of credit soundness. This 
was the relationship of current assets to 
current liabilities, familiarly known as the 
“current ratio.” Realizing the insufficiency 
t this test he set about the development 
of other ratios for use in credit appraisal. 
These he now describes, and classifies cer- 
them as “static”? and “dynamic” 


tain of 
ratios. 

Four “static” ratios, so called because they 
are indicative not of motion but of balance 
and proportion at a given moment of time, 
are (1) the familiar current ratio, (2) 
worth to debt, (3) worth to fixed assets, 
and (4) merchandise to receivables. Four 
“dynamic” ratios, built up from sales in 
their relation to certain items on the bal- 
ance sheet, are (1) sales to receivables, (2) 
sales to merchandise, (3) sales to fixed 
assets, and (4) sales to net worth. 

Additional tests which may be used to 
explain or further emphasize the conclu- 
sions reached on the basis of these ratios 
are the following : 

1. Net profit to sales. 


2. Net profit to net worth. 
3, Cash and receivables to current debt. 
4. Net worth and funded debt to fixed 


assets, 


By Frank A. Fall, Litt.D. 


rm 


Funded debt to fixed assets. 
Working capital to inventory. 


os oe 


Raw material and finished goods to 
goods in process. 

8. Working capital to total assets. 

Obviously the Credit Manager is not 
going to apply all of these sixteen ratios 
to each statement that comes to his desk, 
nor would:iMr. Wall and Mr. Duning expect 
him to do so. It is, however, fortunate 
that we now have, in a book of only about 
350 pages, a comprehensive treatment of 
ratio analysis as a factor in scientific credit 
technique. 


The twelve chapters of text are followed 
by an Appendix presenting a number of 
statement analyses made by the methods 
advocated in the text. In all but one case, 
actual figures have been used. It is to be 
hoped that readers of the book will not side- 
step the material assembled in the Appendix, 
as each case illustrates an important phase 
of credit analysis by the ratio method. 


Federal Reserve Technique 
and Policy 


THE RESERVE BANKS AND THE MONEY 
MARKET. W. Randolph Burgess. Harper & 
Brothers, N. Y. 1927. 328 pp. $3. 

The lively interest of Credit Managers 
in anything which bears on the Federal 
Reserve System is not at all difficult to 
explain. It derives partly from their direct 
concern with the volume of banking credit 
and partly from their pride in the part 
played by the National Association of 
Credit Men in the creation and the sub- 
sequent defense of the system. 

This new study of the Federal Reserve 
technique and policies by Dr. Burgess, who 
is connected with the Federal Reserve Bank 
of New York as Assistant Federal Reserve 
Agent, has a number of qualities that will 
appeal to members of the credit fraternity, 
not the least of which is a direct, straight- 
forward style, unhampered by over-tech- 
nical language. At the end of each chapter 
there is a brief summary, and the text is 
illustrated with 71 well selected maps, 
diagrams and statistical tables. 





and Research, National Association of Credit Men 


In Chapter 1, “A Changed Banking 
World,” Dr. Burgess calls attention to the 
important changes brought about by the 
introduction of the Federal Reserve System, 
These include the centralization of the 
country’s bank reserves; the circulation of 
a new kind of paper money, the Federal 
Reserve note ; a new means by which banks 
needing larger reserves or more currency 
may borrow them; a new mechanism for 
transferring funds from one part of the 
country to another ; a new credit instrument, 
the bankers’ acceptance; a new open mar- 
ket for short-term Treasury securities; and 
a new method of handling government 
financial operations. 

The author then takes up the structure 
and growth of the Reserve System; changes 
in bank reserves and their use; changes in 
the currency; and improved methods of 
business settlements. Chapter VI, “Bank- 
ers for the Government,” Chapter VII, 
“The New York Money Market,” and 
Chapter VIII, “The Bill Market,” lead up 
to what is possibly the most important 
part of the book, Chapter IX, “An Analy- 
sis of Changes in the Money Market.” 

Fundamental points brought out in 
Chapter IX are these: 


1. Almost all transactions in the money 
market are reflected at one point or 
another in changes in bank reserves. 


2. Daily changes in the call-loan rate 
reflect primarily the balance sheet of 
required and actual reserves, and a 
small change in the reserve position 
often leads to a change in rate. 


3. Reserve requirements change slowly 
but the supply of reserve funds 
changes rapidly. 

4. (Changes in the 
reflect various commercial and Trea- 
sury operations, such as transfers to 
and from other centers, currency with- 
drawals, gold movements, etc., and 
reflect also changes in the amount of 
Federal Reserve credit in use. 


supply of reserves 


Federal Reserve funds are called into 
use in direct response to changes in 
reserve due to all other causes. Fed- 
eral Reserve credit is used to adjust 
reserves to requirements. 
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6. The Federal Reserve Bank of New 
York is thus in almost continuous 
daily contact with the money market. 
The daily semi-automatic use of the 
Federal Reserve funds for reserve 
adjustments, on the initiative of the 
member banks and market, is a major 
service toward financial stability. 

Then follow four chapters on credit 
policy, a discussion of “The Gold Paradox,” 
qa chapter on interest rates, a final chapter 
on the meaning of the weekly statement of 
condition and brief Appendices comprising 
five diagrams and a statement comparing 
the condition of the Federal Reserve Bank 
of New York on Dec. 31, 1925, and Dec. 
31, 1926. ‘ 

This book is a really significant piece of 
work. Parts of it dealing with Federal 
Reserve policies are controversial, and wiil 
be vigorously debated; but the enterprising 
credit executive who is keen to know more 
about the technique of the System will find 
here exactly the information he wants, pre- 
sented with admirable thoroughness and 
clarity. 


™“ 


Everyman’s Accounting 


HOW TO UNDERSTAND ACCOUNTING. 
Howard C. Greer, C.P.A. Ronald Press Co., 
N. Y. 1928. 255 pp. $3. 

Mr. Wells’ outline method, which has 
been utilized so frequently since he applied 
it to world history, is Mr. Greer’s approach 
to the study of accounting. The result is a 
book which should be very useful to bus'!- 
ness executives and others who need to 
know the basic principles of accounting, 
leaving the highly technical aspects of the 
subject to those who are trained and paid 
to understand them. 

The author is professor of accounting in 
Ohio State University and director of ac- 
counting in the Institute of American Meat 
Packers. He thus has the qualifications, 
both theoretical and practical, which seem 
to be characteristic of the Ohio State group 
of business specialists. Columbus assuredly 
has something to be proud of beside the 
stadium. 

Professor Greer deals first with the 
nature and scope of accounting, sketching 
its early beginnings and development, the 
relation of accounting to bookkeeping, types 
of enterprise and their accounting require- 


ments, the organization of accounting work, 


public accountancy and the literature of 
accounting. He then discusses the double- 
entry principle, applying it to assets and 
equities, income and expense, 

Chapter III on “The Mechanics of Book- 
keeping” is a particularly useful one, as it 
Provides specific information for which the 
reader searches in vain in many account- 
ing texts. Chapter IV covers the classifi- 
cation of accounts, Chapter V_ perpetual 
inventories and cost accounting and Chapter 
VI the determination and recording of 
profits. Following these chapters, the au- 
thor takes up statements of finartcial posi- 
tion and operating results, budgetary con- 
trol and internal: and external audits. 
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-- read for profit and profit from reading 9 


RATIO ANALYSIS OF FINANCIAL STATEMENTS 
by 


Alexander Wall and Raymond Duning 


Secretary Treasurer Assistant Treasurer 


of the 
ROBERT MORRIS ASSOCIATES 


A National Organization of Bank Credit Executives 





This book is a novel study of new 
tests of credit soundness. It offers 
additional tests of the figure facts 


Contents 
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“Ie is fortunate that we now have, in a book of only about 350 pages, 
a comprehensive treatment of ratio analysis as a factor in scientific credit 
technique It is to be hoped that readers of the book will not 
side-step the material assembled in the Appendix, as each case illustrates 
an important phase of credit analysis by the ratio method.” 


Dr. Frank A. Fall in Credit Monthly. 
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THE ECONOMICS OF INSTALMENT SELLING 
by 


Edwin R. A. Seligman 


McVickar Professor of Political Economy, Columbia University 













Every company using this method of selling and every busi- 
ness man who faces the problem of developing new sources of 
consumer credit will want this thorough analysis. A concrete, 
helpful guide as to how wise and profitable the further ex- 
tension of this type of selling will prove. 
















He has made the first really comprehensive study of one of the 
outstanding problems of modern business. His findings will be 
eagerly scanned by thousands of executives who are considering 
after instalment business. Around 
these two notable volumes will center, probably for several 
years to come, the vigorous debate which began when instalment 
selling, not so very long ago, suddenly drew on its seven-league 
boots—Dr, Frank A. Fall in Credit Monthly 
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wind blew 


it swept down not only the plant 
of the Dodd Company. 


It took with it their hard won 
position over their competitors. 


Members of the Dodd organi- 
zation are now sold on ‘ 


WINDSTORM INSURANCE 


— but it took a costly lesson to 
teach them its worth. 


the wind 


Are you safe when 
blows? 





Home Office: 709 Sixth Ave. 
New York 
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Paid Since Organization 
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Credit Managers will agree wholeheart- 
edly with Professor Greer’s views on bal- 
ance sheets. The requirements of a good 
balance sheet, he says, are that, in addition 
to being accurate and truthful, it be ar- 
ranged in logical order, with correct group- 
ing and sub-groupiug of items of similar 
nature ; that it emphasize the important and 
subordinate the unimportant through proper 
placing of items, apportionment of space, 
and selection of titles; and that it furnish 
some conception of the character of the 
entenprise and the component parts of 
which it is constituted. 

The book is illustrated with 32 forms, 
charts and tables, and there is a brief 
bibliography at the end of each chapter. 
So discriminating is the selection of titles 
for the bibliographies that they might well 
serve as a guide to one who wishes to 
build up a working library of standard 
texts on accounting. 


On ’Change 
THE STOCK MARKET. Charles Amos Dice. 

A. W. Shaw Co., Chicago. 1927. 667 pp. $4. 

Once more Ohio State University comes 
forward with a contribution to the litera- 
ture of business. This time the author 
is Dr. Charles A. Dice, professor of busi- 
ness organization in the College of Com- 
merce and Journalism. 

The first part of the book deals with 
the machinery of the stock market. Then 
follow a number of chapters describing the 
methods of operation employed by different 
types of traders and investors. A third 
group of chapters discusses current methods 
of forecasting stock price movements. The 
concluding section presents methods of 
analysis of the values and earning power 
behind stocks and the best-known systems 
of rating such values and earning power. 

After outlining the general characteris- 
tics of the market for stocks, Dr. Dice 
takes up in detail the various kinds of 
securities offered to the public.—bonds and 
the different forms of stock, including 
debentures, prior reference and convertible 
stocks, bankers’ shares and voting trust 
certificates. Chapter III contains an e.- 
gaging description of the customers’ room, 
and Chapter IV gives well considered sug- 
gestions on how to read the financial page 
of a newspaper. The author then discusses 
the relation of the broker to his customer ; 
describes the New York Stock Exchange 
and other stock markets; and tells just how 
securities are listed. 

Subsequent chapters deal with the New 
York Stock Clearing Corporation; che 
classes of brokers and their economic func- 
tions; the time and methods of stock de- 
livery; purchasing on margin, which Dr. 
Dice describes as “a universal practice ;” 
the short sale; the stop-loss order and the 
“hedge ;” the business of the odd-lot dealer ; 
tape reading and chart trading; averaging 
and pyramiding; puts, calls, spreads and 
straddles; and the technical position of the 
market. 


CREDIT MONTHLY 


Special chapters are devoted to rights 
and their market; convertible securities 
and the price of stocks; transfers; manipy. 
lation in the market; stock price averages: 
the Dow theory; the money market jy 
relation to the stock market; forecasting 
major trends; methods of rating securities: 
and analysis of securities. 

The Appendix provides a very usefy 
glossary of words and terms used in stock 
exchange transactions, and there is a wel! 
arranged Index. While the book is written 
primarily for the trader and investor and 
for students in colleges and university 
courses in finance, it is a valuable reference 
volume for any business executive, and hes 
the added advantage of being exceptionally 
readable. The binding in dark green buck. 
ram, with back-stamp in gold on red, gives 
the book an attractive and serviceable dress, 


What Price Prosperity? 


THE ROAD TO PLENTY. William Trufan 
Foster and Waddill Catchings. Houghton 
Mifflin Co., Boston. 1928, 231 pp. $2.50. 
“Business Without a Buyer,” the third 

volume in the Foster and Catchings series, 
was reviewed in the Crepir Monraty for 
June, 1927. The book ended with these 
words: “Must the world continue to depend 
on chance? We do not take that hopeless 
view; we do not believe in the Economics 
of Despair. We are confident that we can 
propose a simple, feasible and immediate 
way out of the Dilemma of Thrift—a way 
to save and thrive—a cure for business 
depressions—a means of enabling the people 
as a whole to gain greater and more durable 
satisfactions out of the marvelous ma- 
chinery of modern business. That is the 
subject we propose to discuss in our next 
book.” 

In “The Road to Plenty” Messrs. Foster 
and Catchings present their cure for eco- 
nomic depressions. It is in semi-story 
form, describing a journey from Boston to 
Chicago in the course of which a lawyer, 
a professor, a Congressman and a salesman 
receive the plan from a business man and 
are persuaded to do something about it by 
a certain Gray Man and an Understanding 
Woman. 

The proposed cure starts with a system 
of economics in which the flow of money 
to consumers is the unifying principle. Our 
present troubles, the smoking-room con- 
ferees agree, are due largely to a lack of 
proper control of this flow. Control would 
naturally and necessarily come from the 
Government, but the Government now bor- 
rows and spends money, plans public works, 
levies taxes and regulates tariffs without 
regard to the effect these measures have on 


POSITION WANTED 


Young man, at present and for the past six 
years, executive in the Credit Department of one 


of the largest department stores in the East, de 
sires position with progressive wholesale house of 
size. Thorough knowledge of administrative and 
legal phases of Credits and Collections, both retail 


and wholesale. Address Box 28. 
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The 
change its 


the money income of consumers. 
Government must, therefore, 
method of procedure. 

How is this to be done? By setting up a 
Federal Board which shall gather and 
measure the data best adapted to show tne 
adequacy of the flow of consumer income, 
ysing, however, for its own purposes, ihe 
wealth of data gathered by other agencies. 
Having thus collected the needed infor- 
mation, the Board shall advise the Govern- 
ment how to use it as a guide in all fiscal 
matters. The Board itself, guided in the 
same way, shall determine when certain 
expenditures are to be made, which have 
already been provided for by Congress, 
ynder a policy of long-range planning of 
public works. 

All of this will doubtless be considered 
by many as too fanciful for serious con- 
sideration. The plan will surely require a 
lot of selling. But so did the plan of the 
Federal Reserve System, which is now 
hailed as the greatest single factor in the 
preservation of our business stability. 
Skeptics may well ponder the significance 
of the amendment offered by Senator Pep- 
per to the appropriation bill of the Depart- 
ment of Agriculture. The bill carried 
seventy-one million dollars for roads, and 
the Senator proposed to have that amount 
doubled in any year in which the volume of 
general construction in the United States 
should fall one-third below the volume of 
1926, over a period of three successive 
months. Is not this proposal in effect an 
entering wedge for some such movement 
as is suggested in “The Road to Plenty”? 


Windstorm Insurance 
(Continued from page 13) 


which is seldom strengthened to any 
degree. 

While they accept insurance: on 
buildings in the course of construc- 
tion, they demand before issuing the 
policy that the building be fully en- 
closed and the windows permanently 
in place. Trestles, greenhouses, brick- 
yards and grain elevators are of 
course looked upon unfavorably, as 
well as farm property, growing crops 
or stacked hay or grain. Churches 
with high steeples are likewise on 
the prohibited list so far as under- 
writing is concerned. 

As a rule, policies are not pre- 
ferred on any property within a hun- 
dred miles of the coast, although this 
is sometimes modified at higher rates. 
As a rule windstorm policies are 
written on a 50 per cent. co-insur- 
ance basis with graded credit reduc- 
tions for higher co-insurance. Like 
fire insurance, when taken out for 
three years, only two and one-half 


years’ premium is charged when the 


state permits it. Concurrent with the 
straight property damage windstorm 
policy, one can insure loss of rents 
from windstorm; and this is com- 
monly done in so-called tornado 
zones. 

This form of insurance has its im- 
portant relation to credit and the 
merchant debtor should make certain 
that his financial responsibility on 
goods is protected by tornado in- 
surance, especially in the tornado 
zones. This insurance can be written 


on contents as well as buildings—it 
is available on articles in transporta- 
tion—it is written to cover automo- 
biles, motor trucks and fleets of cars 
—in fact, it can be obtained for al- 
most any kind of property, even to 
covering trees and shrubbery. Like 


all insurance, however, to be of full 
service the fine points must be under- 
stood by the policyholder; and, when 
the policyholder is a debtor, it be- 
hooves the credit manager to study 
the financial exposure and make cer- 
tain that it is fully protected. 
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[Ad No. 14 in a series on Business Mortality] 


CREDIT LOSSES 


Increase for 4th 
Consecutive Year! 


23,146 firms in the United States failed in 
1927, compared with 21,773 in 1926, 
21,214 in 1925, 20,615 in 1924, and 18,718 





Whatever the causes are—‘‘lower com- 
modity prices and smaller profits”, 
“keener competition”, 
—you can’t control them. But you can 
safeguard against them, with 


American Credit Insurance 


It is possible that this heavy mortality 
may continue all through 1928. Be on 
the safe side— protect your accounts 
against such a contingency — eliminate 
worry —insure peace of mind. 
American policy is the economical, scien- 
tific answer to the whole problem. 

In the past thirty-five years this broad 
service has saved millions of dollars for 
Credit Managers in every part of the 


CThe AMERICAN 


CrREDIT~- INDEMNITY Co. 


J. F. M* FADDEN, prasipant 


Offices in All Leading Cities 


Chicago, 
San Francisco, Philadelphia, Baltimore, Detroit, 
Atlanta, Milwaukee, etc. 


In Canada—Toronto, Montreal, etc. 








“poor collections” 


An 


Cleveland, Boston, 
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‘50 
Benyamin franklin said; 
eo conversation consists 
more in finding ee than 
showing a great deal yourself 
Refinements in hotel service 


yamun 
know when to and. 
en 


beautifully furnished 
hotel in the midtown 
section of Philadelphia 


1200 Rooms, each with bath 
Rates *4 upward 


BENJAMIN FRANKLIN 
CHESTNUT & NINTH ST 


PHILADELPHIA 


HORACE LELAND WIGGINS 
Managing Director 






























At the Center of 
Everything 





Offering central lo- 
cation—Five famous 
restaurants with 
fixed price meals and 
service a la Carte— 
Garage for your car 
—Choice of over one 
thousand modern 
guest rooms at rea- 
sonable prices — the 
biggest Hotel value 
in Chicago. On your 
next trip enjoy La 
Salle service—the ut- 
most in Hotel ac- 
commodations. 


Room Rates 











Number of | Price Per Dey 





Rooms 1 Person 2 Persons 
166 | $2.50 $4.00 
102 | 3.00 4.50 
141 3.50 5.00 
309 4.00 6.00 
149 5.00 7.50 
7 )6hCU|tC 08 8.00 
72 | 6.00 9.00 | 





Fixed Price Meals 
Breakfast 





CHICAGO 


ERNEST J. STEVENS EARL L. THORNTON 
President Vice Pres. & Mgr. 









Instalment Statements 
(Continued from page 29) 


is either calculated on some arbitrary 
and shifting base, such as sales; or 
it represents the manager’s personal 
opinion as to the probable losses on 
individual accounts; or it is frankly 
estimated. None of these methods 
is reliable. 

Finally, the statement should show 
a comparative statement of percent- 
age of collections by months. This 
is the most important ratio to be con- 
sidered in this type of business, for 
it indicates more than anything else 
the general financial health of the 
firm, and the probable realization of 
the accounts receivable. A compari- 
son of rates at different periods dis- 
closes the trend of collections. <A 
decline in the efficiency of the credit 
and collections department is usually 
of such an insidious character that 
its effect will not be known in time 
unless percentages of collections are 
shown from month to month. 

Now any percentage implies the 
use of two known quantities. When 
it comes to the percentage of collec- 
tions, however, we usually find one 
known quantity—the collections, and 
one substitute for a base, such as 
sales, or “outstandings.” These are 
not true bases for this important 
ratio, as they are shifting in char- 
acter, and percentages so arrived at 
will sooner or later seriously mislead 
the one who bases conclusions upon 
them. Declining sales, for instance, 
will deflect the percentage upward, 
and may show an apparent improve- 
ment when there is actually a de- 
cline in collections. 

The apparently insurmountable ob- 
stacle which confronts the book- 
keeper in the modern instalment 
house is the voluminous size of the 
customers’ ledger. However. this 
is no obstacle at all, for the proper 
use of the books in order to get the 
important data described above is 
based not on this cumbersome mass 
of data, but entirely on the monthly 
totals of the general ledger. 

The solution is in the analysis of 
total monthly sales (not individual 
sales), by future maturities. The 
total for each month is spread over 
an average period which, it is pre- 
determined, is sufficient for collec- 
tion, allowing a normal period for 
delinquencies beyond which the ac- 
counts shall be offset by a reserve. 
The total of the portions of each 
month’s sales falling due in any given 
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month become the maturities for that 
month. We now have a basis for 
computing all the data required for 
credit purposes: 

First, it is possible to separate the 
maturities available for current lja- 
bilities from those not available, and 
to show this on the balance sheet. 
Second, the amount of delinquencies 
becomes known, and the reserve js 
increased accordingly. Third, we 
have a correct basis for calculating 
the percentage of collections, namely, 
the maturities for the month, or, in 
other words, the amount which 
would be collected if the accounts 
were to be collected 100 per cent. 


Bad Debt Loss Stabilized 


It will be noted that the reserve 
thus set up, and the percentages thus 
established, are totally independent 
of anyone’s personal opinion. Ac- 
counts actually charged off do not 
affect the figures in the slightest, as 
they are charged to the reserve which 
has already anticipated the loss. Bad 
debt losses are thus stabilized. As 
the maturities are controlled by the 
general ledger there is no possibility 
of over-doing or under-doing the 
monthly addition to the reserve. All 
delinquencies are fully offset, and in 
addition a reserve, based on past ex- 
perience, is set up against the unma- 
tured part of the accounts. Any 
slight variation from month to month 
due to deviation from the average 
collection period is automatically 
self-correcting. 

Other advantages to the manage- 
ment in the use of the maturity sys- 
tem include its use in estimating the 
future cash position of the concern; 
and in eliminating unrealized gross 
profits for tax purposes, thereby ar- 
riving at the lowest legitimate in- 
come tax without the interminable 
and expensive detail imposed by the 
Treasury Department for the use of 
the instalment basis—a basis unsuited 
to a business with numerous small 
accounts. 

Finally, the maturity 
easy to operate, the routine being 
automatic—the reserve being com- 
puted by a fixed formula, and not 
subject to anyone’s personal—and 
possibly prejudiced—opinion. It is 
simply a supplemental analysis en- 
tirely separate from the general 
books, and can be begun at any time. 
Data can be obtained monthly as a 
matter of regular routine. The sys- 
tem permits the greatest simplicity 


system is 
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where the book-keeping is most vol- | 
yminous, and may thus even reduce | 
the cost of clerical work. 

There is no disruption or interfer- | 
ence of any kind to any existing sys- 
tem, provided only that it conforms 
to the ordinary rules of double en- 
try, and that the subsidiary ledger is 
in agreement with the controlling ac- 
count in the general ledger. 

The maturity system of computing | 
the reserve is conservative, and may | 
reduce the net value of the accounts 


receivable to a lower figure than the | 


proprietor may feel is justified. But 
this objection, if it can be dignified 
as such, is more than offset by the 
fact that a dependable and appro- 
priate statement is made possible, and 
the use of the maturity method 





should, of course, be stated on the 
report. 


Letters That Pull 
(Continued from page 19) 


You see therefore that each of us is 
dependent on the other and it is abso- 
lutely necessary that you pay us if we 
are to continue in business and extend 
credit to our customers. 

Please call at once and pay vour ac- 
count and thereby help to keep your credit 
good, as well as ours. 

Yours ‘very truly, 





Please Act at Once 


Dear Friend: 
A part of your account dates back over 
a period of four months. 


We have written you several times and | 


have endeavored in a courteous way to 
induce you to pay us. 

We had hoped to get you to see that 
your credit standing depended upon the 
payment of your bills. However, it would 
appear that this phase of the matter does 
not interest you and we are compelled to 
draw our own conclusions. 

Unless vour payment covering the full 
amount of $150.00 is received within one 
week from the above date we shall feel 
compelled to adopt such measures as may 
appear to be necessary for enforcing the 
collection 

Please act at once. 

Very truly yours, 





Discussing Credit Monthly 

XECUTIVE MANAGER G. B. 

COLE of the Toledo Associa- 
tion of Credit Men organized last 
month a meeting of the Toledo or- 
ganization to discuss the professional 
magazine of the credit fraternity. 
“We had a very splendid meeting,” 
he writes. “Every one of the talks, 
all of which were kept within the 
five-minute period, were good. After 
that there was an open discussion and 
many excellent suggestions were 


a ie 
made.” The program was as fol- | 


lows Six Creptr Montuty covered 
features. 





Fresh ideas 


The Reserve Strength of Leadership 


In business as in sports: “He who sets the pace 
must strain the hardest.” The leader in any line of 
endeavor is the natural target for all competitors. 
Often these competitors are able to shoot the leader- 
targets full of holes because their aim is through the 
sights of progress and their bullets are fresh ideas. 


Fresh ideas always indicate reserve strength in com- 
petitive business. The trouble with many one time 
leaders is that their ideas lose freshness. Business 
methods that brought them to the front become 
their speed limit. They lack the spurt of fresh ideas. 


Conditions change; methods that were successful 
become antiquated or ineffective. Some house in 
the rank and file grasps the new opportunities which 
the leader fails to see and a new leader comes to 
the front. 


Excellence of product and service are fundamental 
but they are not enough. To maintain leadership, 
fresh and practical ideas are needed, and their source 
is exact knowledge exact knowledge developed 
thru detailed audits, research and up-to-date budget 
and cost systems, thru the modern, the fresh, the 
practical in Business Accounting. 


ERNST & ERNST 


ACCOUNTANTS AND AUDITORS 
SYSTEM SERVICE 


NEW YORK PITTSBURGH CLEVELAND CHICAGO NEW ORLEANS 
PHILADELPHIA WHEELING AKRON MILWAUKEE JACKSON 
BOSTON ERIE CANTON MINNEAPOLIS DALLAS 
PROVIDENCE ATLANTA COLUMBUS ST. PAUL FORT WORTH 
BALTIMORE MIAMI YOUNGSTOWN INDIANAPOLIS HOUSTON 
RICHMOND TAMPA TOLEDO FORT WAYNE SAN ANTONIO 
WINSTON-SALEM CINCINNATI st. Louis DAVENPORT waco 
WASHINGTON DAYTON MEMPHIS DETROIT DENVER 
BUFFALO LOUISVILLE KANSAS CITY GRAND RAPIDS SAN FRANCISCO 
ROCHESTER HUNTINGTON OMAHA KALAMAZOO LOS ANGELES 


Have You Sent In Your Vote 
for the Best Advertisement 
in This Number? 


Just jot it down on your letterhead and if 
you have the time say why you think so — 
Credit Monthly. 
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LISToO 


A pointed colored 
pencil ready for in- 
stant use at a few 
cents annual cost. 


THIN LEADS 
No. 10c . Red 
No. 10c . Blue 
No. 10c . Green 
No. 10c . Yellow 
No. 10c ... Orange 
No. 10c .. Brown 
No. 10c Indelible 
No. 10c Black 

HEAVY LEADS 
No. Sc . Red 
No. Sc Blue 
No. Sc Green 
No. Sc Yellow 
No. Sc Orange 
No. Sc Brown 
No. Sc Lavender 
_ 2 White 

Black 


Pencils .50c each 
Leads 15c Tube 


Write for Quantity Prices 


Listo Pencils produced over a 
period of five years are still per- 
forming faithfully. 


LISTO PENCIL CORP. 


Alameda, California 








Credit Managers who receive the 
CREDIT Monthly frequently subscribe to 
the for one or more their 
assistants or for branch offices. Why don’t 


? 
_— CREDIT Monthly 


Subscription Dept. One Park Ave. 
New York 


| Protection Department, N. A. C. 


ASKETTINO, C., 





| onear - formerly 43 Bushwick Ave., 





Addresses Wanted 


This column is read by some Credit Man- 
agers before any other feature of the mag- 
azine. Any member of the National Asso- 
ciation of Credit Men can have names listed 
herein. He has only to send the names to 
the secretary of his local Association of 
Credit Men or to S. Ardron, Jr., Credit 
M., One 
Park Ave., New York. 


ABANI, JOSEPH, formerly 103 E. 59th St., 
—s W., formerly 398 So. First St., 


mF 
Brooklyn, 


formerly 88 Stone Ave., Brook- 
lyn, N. 

AXELROD & SON, 
Ave., New York. 

BASILICO, LEO, 
Brooklyn, ms Us 

BAZER, S., formerly 612 E. 161st St., New York. 

BEATRICE SHOP, formerly 4250 Broadway, New 


ork. 
BENDER, J., formerly 


BENSEN BROS., 
Morgantown, 

BERKSHIRE ‘MINERAL WATER CO., formerly 
Pittsfield, Mass. 

BIRD, H. O., 616 N. Beacon St., formerly 1708 
Chestnut St., Dallas, Texas. 

—. E., formerly 507 Ditmas Ave., Brook- 
yn, N. 


BRONTE, JOE, formerly 860 4th Ave., Brooklyn, 


BURADA, MME., formerly of 49 West 38th St., 
New York. 


formerly 640 Westchester 


formerly 259 Melrose St., 


17 Siegel St., Brooklyn, 


savanna 524 Brockway St., 


CLARK, N. VERNON, formerly of Ashville, 
—. A., formerly 152 Leonard St., Brook- 
COLAMIA, V., formerly 164 Powers St., Brook- 
—, oe formerly 1028 Stanley Ave., Brook- 
CULLEN, C., formerly 62 Clymer St., Brooklyn, 
DAKES, (GEORGE) & LUEIS, (JOHN), jor- 
merly 6th & Edgemont Aves., Chester, Pa. 


BAA, A., formerly 2252 Pacific St., Brook- 

yn, N. 

DAVIS & SON, N., formerly Lakeview, Tex. 

DENNYS, GEORGE. formerly Hagerstown, Md., 
doing business under the name of French Bak- 
ery and Dainty Belle Bake Shop. 

DIEVIELLO, V., formerly 78 Powers St., 
yn, N 

DISPENZA, A. J., 
Vernon, N. 


Brook- 
formerly 41 Boulevard, Mt. 

Brook- 
lyn, 


FEGLEY,. FRANK, formerly Glendale, N. J. 
Marlton Post Office, R. F. D. No. 3. 





Great American 


Susurance Company 


= AewPork =z 


CAPITAL 


$12,500,000 


LOSSES PAID POLICY HOLDERS 


$185,174,967.15 


FIRE, MARINE AND KINDRED INSURANCE 


HOME OFFICE, ONE LIBERTY STREET 
NEW YORK CITY 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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FINK, H.. OR H. FINK & SON, formerly 7% 
Apelgates Bungalow, Dwyer Ave., also v7 
Champlin St., Liberty, N. Y. 

FRISH, F., the Art Shop, formerly nerwys, ll 

GIARDINO, She — —, oie B’klyn, N, Y, 
trading as Triangle Tailoring Co., 

Ave., ) York. . ” 1188 ard 
GINSBURG, D., formerly 1610 Avenue A, New 
GOINEE, cae. formerly 164 Graham Ave, 

Brooklyn, N. 

GREENE & co. I. H., formerly 114 Chambers 
St., New York 


GROLLMAN, M., formerly owner, G. & G, 
Lighting Fixture Co., 1861 Lexington Ave., 
New York. 

— I. M., formerly 694 8th Ave., Ne» 
or 

HARLIB, S., formerly 158 W. Division §¢, 
Chicago. 


HOLLANDER, D. M., DR., (Druggist), formerly 
11 First Ave., New York. 
— W., formerly 212 Stagg St., 


Brooklyn, 
KUBY, UERAY, formerly 838 St. Johns PI, 
Brooklyn, N. . 
= aes. M., Cents 63 Wilson Ave., 
yn, N. 
LANG, A., formerly 62 Clymer St., Brooklyn, 
LaneneA, | G., formerly 65 Wyckoff Ave., Brook. 
yn 
LAZARUS, CLARE, (MISS), formerly conduct. 
ing a Beauty Shop under the name of Clare 
aay Shop, 1616 Kings Highway, Brooklyn, 


LEFFLER, LEO D., PROP., Mme. Zimmon 
Shop, formerly 2265 Broadway, New York. 
LIPSCHITZ, BENJAMIN, formerly conducting 
business as the Lipschitz Drug Co., at 163 E, 

Broadway, New York. 

MADILL, S. R., formerly manager of Summer. 
ville Mine Supply Co., of Brookville, Pa., sup- 
posed to be in Butler, Pa. 

Brook- 


Brook- 


MAGGIO, GENI, formerly 239 Ellery St., 
Brook- 
lyn, N. 


lyn, N. Y. 
MALIS, % formerly 1276 Atlantic Ave., 
MAND, 3. ‘1027 Stanley Ave., Brooklyn, N. Y. 
MANDLER, HARRY, trading as the Art Style 


Upholstering Co., formerly of 601 E. 138th St, 
New York. 
ee M., formerly Famous Kiddie 


e, 84 E. Burnside Ave., New York. 


ALL, ED., formerly of Timber Lake, §. 
“a Last heard of at Detroit. 

MAUI P., formerly 303 Lorimer St., Brook- 
yn 

MAYERSON, R., formerly 2512 E. Seventh St, 
Brooklyn, N. Y. 

McDONNELL, N., formerly 685 Grand St. 
Brooklyn, N. Y. 

McIVER, D., formerly 213 Franklin Ave., Mt 
Vernon, N. Y. 

McLARTY, E., 679 Grand St., Brooklyn, N. Y. 

MEYERS, - formerly 369 Johnson St, 
Brooklyn, N. 

MOSKOWITZ, LouIS, formerly 119 Fourth St, 
Greenville, ms C., and 213 N. Heritage St, 
Kinston, N. 

MOULSDALES. SERVICE STATION, ferme 
125 Park Ave., East Rutherford, N. 
ae M., formerly 147 George St., Brookiys, 
POLACHEK, HYMAN, formerly 62 W. 38th St, 

New York. 

RADIN, S., Alpine Pres Co., formerly 6811 Fifth 
Ave., "Brooklyn, =o 

RAY (MORRIS) & ROKAW (W.), Ray Music 


Shop, formerly Glendale, New York. 
i H., formerly 46 Reid Ave., Brooklyn, 
> A., formerly 433 Lorimer St., Brooklyn, 


ROBICHEAU, J formerly 365 Johnson Ave. 
Brooklyn, N. 
— ‘GEO., 575 39th St., 


Brooklyn, 

ROTONDO, H., formerly 161 Ninth St., Brook- 
lyn, N. 

— % formerly 185 Skillman St., Brook- 


N. 
SANTORO, J 177. Montrose Ave. 
SAVINO, B., formerly 7 Judge St., Brooklyn, 


Brooklyn, N 
SCHIFF & HOFFMAN, formerly 1227 S.W. 13th 
Ave., Miami, Fla. 
SCHUSTER, JOHN, formerly 379 Hancock St, 
SCOLA, SARA, h ddress 9216 Polk Ave. 
ome address ol ” 
—. Heights, L. I., also 160 Middle Neck 
oad, Great Neck, | & 
SISLEY, J. W., prop. Continental Service Sta. 
a Pa., supposed to have gone to 
orid 
—re, R. C. (MRS.), formerly of Boomer, w. 


STAIGER, HARRY, Trading ae, Delaware Dry 


formerly 


Goods House, Wilmin ton, Del 
STALLONE, J., formerly 175 Bay 25th St» 
Brooklyn, N 


STOCKETT, J. C., formerly Atlanta, Ga., Nash 
ville, Tenn. .» and atur, Ala. 
TROLON ~~ 112 Bushwick Ave» 
Brookl _ 
er ES, J. M., formerly 2435 Third Ave» 
St. Petersburg, Fla. 
WARNER, 'S 'ANLEY A., formerly No. Maio 
, Los oe now believed to be in N. Y. © 
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M. F., formerly 151 Gibson St., Toledo. 

we Ww. A. The National Mfg. Corp., H 
d Water Sts., Washington, D. C. 

MOLESALE APPAREL CO., formerly located 
12288 Broadway, New York. — ; 

- , F., formerly 404 So. Second 5t., 


0 
ly = 
hth! TER. WILLIAM, formerly 963 De 


Kalb Ave., Brooklyn, N. Y. 


What They Wanted 

N the Executive Manager's 

Monthly Letter and in Special 
Bulletin No. 49, members of the Na- 
tional Association of Credit Men 
have been urged to make fuller use 
of the facilities of the Department of 
Education and Research. The num- 
ier of credit problems submitted to 
the Department during the past two 
months indicates that the seed fell 
on fertile soil. 

That credit managers are keenly 
interested in many kinds of business 
problems is indicated by the fact that 
inquiries received by the Department 
since December 1, 1927, cover 53 dis- 
tinct classifications. Strictly credit 
problems are, as would be expected, 





in the lead numerically. About 25 
per cent. of all the inquiries cgn- 
cerned bad debt losses. Approxi- 


mately 11 per cent. had to do with 
instalment selling and 6 per cent. 
with books and periodicals on cred- 
its and collections. 

Other credit problems submitted 
cover such subjects as business mor- 
tality, amount of business declined, 
abuse of cash discount privilege, 
credit department operating costs, 
credit unions, credit insurance, fail- 
ures, credit and collection forms, ma- 
terial for addresses and reports, par 
payment of checks, ratio analysis of 
financial statements, reviving closed 
accounts, sales terms, and trade ac- 
ceptances. 


General ‘business inquiries have in- | 


cluded such topics as banking sta- 
tistics, budgeting, business conditions, 
commercial ethics, co-operative buy- 
ing, factory costs, fire insurance and 
prevention, production statistics, sim- 


plified invoices, and trade associa- | 


tion procedure. 

In answering these varied ques- 
tions the Department of Education 
and Research has recourse to excep- 
tional facilities. In addition to its 
own files, the N. A. C. M. Library, 
the leading economic and statistical 
services, and about 170 business 


periodicals, the Department has ac- 


cess toa number of special libraries. 
All of these sources are being tapped 
lor the benefit of the credit frater- 
ity, and the Department stands 
ready to continue this service to the 
fullest satisfaction of the membership. 








| 
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Has Stood the Test for 


7O YEARS 


Nationalize Your Credits 


The Unknown Quantity 


Credit risks can be measured accurately prior to 
shipment, but the credit department cannot function 
beyond that point. Too often the failure of a customer 
is due to reasons beyond his own control and con- 


sequently not visible in advance to the extender of 
credit. 


For this reason, Credit Insurance is an absolute neces- 
sity. A National Policy of Credit Insurance is the 
actual guarantee of the World’s Largest Surety Com- 
pany to prevent, else pay all abnormal credit losses. 


National Surety 
Company 


E. A. Sr. Joun, President 
W. L. Cremens, Asst. Vice-President 


115 Broadway, New York 


Agencies in All Principal Cities 


Wa. B. Jovce, Chairman 
E. M. Aten, Vice-President 
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Do Not Gamble With Your |= 
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APPROVED ADJUSTMENT BUREAUS 


National Association of Credit 
Men, through its Adjustment Bu- 
reaus, extends to the Credit Depart- 
ments of American Business in every 
section of the United States a medium 
for co-operative protection of receivables. 
‘In every important commercial center 
a bureau is specially organized: 


To serve 


To conduct personal investigations. 

To personally adjust accounts. 

To investigate composition offers. 

To represent claims in Bankr. Cases. 

in a fiduciary capacity in 
friendly liquidations. 

To serve in a fiduciary capacity in 
Bankruptcy Cases. 


To serve in a fiduciary capacity in the 
rehabilitation of debtor’s business. 
To collect receivables. 

Collection items are received by Bu- 
reaus with the understanding that 
should developments indicate the neces- 
sity of action for all creditors, the in- 
terest of one shall be subservient to all. 


Consider our Adjustment Bureaus as a part of your Credit Department. 


RNIA—Los Angeles—Wholesalers Board 
Ce, 800 Board of Trade Bldg., Cc. 
DeLano, Mer. ee 

Note: Independent Organization not controlled 
by but wholeheartedly endorsed by the National 
Association of Credit Men, and the official 


Bureau of the Los Angeles Association of 
Credit Men. 

Oakland—Adjustment Bureau of the Oakland 
oC M. 1101, Oakland Bank Bldg., C. L. 
Voelker, Mar. 


San Diego—Wholesalers Board of Trade & 
Credit Association, 673 Spreckles Bldg., Carl O. 
Retsloff, Mer. 

San Francisco—Board of Trade of San_Fran- 
cisco, 444 Market St., G. W. Brainard, Sec’y. 
Note: Independent Organization not controlled 
by but whole-heartedly endorsed by the Na- 
tional Association of Credit Men, and the offi- 
cial Bureau of the San Francisco Association 
of Credit Men. 


COLORADO—Denver—Adjustment Bureau of the 
Rocky Mountain A. C. M., 333 Cooper Bldg., 
James B. McKelvy, Secy. 


DISTRICT OF COLUMBIA—Washington—Ad- 
justment Bureau of the Washington A. C. M., 
John A. Reilly, 827 Munsey Bldg. 


FLORIDA—Jacksonville—Adijustment Bureau oi 

the Credit Association of Northern Florida, 906 
Atlantic Nat'l Bank Bldg., W. B. Oliver, Mgr. 
Tampa—Adjustment Bureau of the Tampa A 
C. M., 5 Roberts Bldg., S. B. Owen, Mer 


GEORGIA—Atlanta—Adjustment Bureau of the 
Atlanta A. C. M., 305 Chamber of Commerce 
Bidg., C. L. Williamson, Mgr. 


Augusta—Adjustment Bureau of the Augusta 


A. C. M., 318 Southern Finance Bldg., M. M. 
Hurst, Mgr. 


ILLINOIS—Chicago—Adjustment Bureau of the 
Chicago A. C. M., Suite 972, Ist National Bank 
Bidg., 38 So. Dearborn St. 


INDIANA — Evansville—Adjustment Bureau of 
the Evansville A. C. M., 607 Old National Bank 
Bidg., C. Howard Saberton, Mgr. 
Indianapolis—Adjustment Bureau of the In- 
dianapolis A. C. M., 509 Peoples Bank Bldg., 
Merritt Fields, Mgr. 
South Bend—Adjustment Bureau of the South 


Bend A. C. M., 412 J. M. S. Bldg., J. E. Pay- 
ton, Mgr. 


l0WA—Cedar Rapids—Adjustment Bureau of the 
eer Rapids A. C. M., 902 American Trust 
g. 


Davenport—Adjustment Bureau of the Daven- 
prt A. C. M., First National Bank Bldg., H. 
. Betty, Mgr. 


Des Moines—Adjustment Bureau of the 


; Des 
Moines A. C. M., 812 Valley National Bank 


Bldg., Don E. Neiman, Mgr. 

Sioux <hp—Adjuetment Bureau of the Inter- 
State A. C. M., 601 Trimble Bldg., J. B. Mur- 
phy, Mgr., P. A. Lucey, Asst. Mgr. 


KANSAS—Wichita—Adjustment Bureau of_ the 
Wichita Association of Credit Men, 901 First 
National Bank Bldg., M. E. Garrison. Mgr. 


KENTUCKY—Lexington—Adjustment Bureau of 
the Lexington Association of Credit Men, 28 
Northern Bank Bldg., Mrs. E. Mae McGarry, 
Acting Mer. 

Louisville—Adjustment Bureau of the Louisville 
Association of Credit Men, 3rd Floor, Kenyon 
Bldg., S. J. Schneider, Mgr. 


LOUISIANA—New Orleans—Adjustment Bureau 
of the New Orleans Association of Credit Men, 
608 Louisiana Bldg., T. J. Bartlette, Mer. 


MARYLAND—Baltimore—Adjustment Bureau of 
° Baltimore Association of Credit Men, 301 
est Redwood Street, George J. Lochner, Mar. 


MASSACHUSETTS — Boston — Adjustment 

sereancot the Boston Credit Men’s Association, 
Chauncy St., J. M. Paul, Mgr. 

eld—Adjustment Bureau of the West- 

€rn Mass. Assoc. of Credit Men, 616 State 

Idg., H. E. Morton, Mer. 


MINNESOTA—Duluth—Duluth Jobbers 


MICHIGAN—Detroit—Adjustment Bureau of_the 


Detroit Association of Credit Men, 2012 First 
National Bank Bldg., L. E. Deeley, Mgr. 


Grand Rapids—Adjustment Bureau of the Grand 
Rapids Association of Credit Men, 450 House- 
man Bldg., Edward De Groot, Mar. 


Credit 
Bureau, Inc., 501 Christie Bldg., E. G. Robie, 


Mgr. 


Minneapolis—Collections and Traveling Adjuster 
Service; Associated Creditors, Inc., 202 Thorpe 
Bldg., J. L. Brown, Secy.-Treas. For Rehabili- 
tations and Liquidations see St. Paul. 


St. Paul—Rehabilitations and Liquidations. The 
Northwestern Jobbers Credit Bureau, 241 Endi- 
cott Bldg., W. C. Rodgers, Mgr. For Collec- 


tions and Traveling Adjuster Service, see 
Minneapolis. 


MISSOURI—Kansas City—Adjustment Bureau of 
the Kansas City Association of Credit Men, 
315 Hall Bldg., C. L. Davies, Mer. 


St. Louis—Adjustment Bureau of the St. Louis 
Association of Credit Men, 510 Locust St., 
Orville Livingston, Mgr. 


MONTANA—Billings—Adjustment Bureau of the 
Montana-Wyoming Association of Credit Men, 
Box 1184, Meredith Davies, Mgr. 


Great Falls—Adjustment Bureau of the North- 


ern-Montana Association of Credit Men, Box 
1784. 
NEBRASKA-—Lincoln—See Omaha. 
Omaha—Adjustment Bureau of the Omaha 


Association of Credit 


Men, 
G. P. Horn, Mer. 


1122 Harney St., 


NEW JERSEY—Newark—Adjustment Bureau of 
the North Jersey Association of Credit Men, 
Chamber of Commerce Bldg., Wm. H. Whitney, 
Mgr. 


NEW YORK—Buffalo—Adjustment Bureau of the 


Buffalo Association of Credit Men, 704 Erie 
County Bank Bldg., L. E. Chandler, Mgr. 
New York City—New York Credit Men’s Ad- 
justment Bureau, Inc., 468 Fourth Ave., M. W. 
Clark, Mer. 


NORTH CAROLINA—Charlotte—Adjustment Bu- 


reau of the Charlotte Association of Credit 
Men, 407 Commerical Bk. Bldg., W. C. Boggs, 
Mgr. 

Greensboro—Adjustment Bureau of the Greens- 
boro Association of Credit Men, 804 American 
Bank Bldg., E. C. Fearrington, Mgr. 


OHIO—Cincinnati—Commercial & Industrial En- 
gineering Department of the Cincinnati Asso- 
ciation of Credit Men, Temple Bar Bldg., J. L. 
Richey, Mgr. 

Cleveland—Adjustment Bureau of the Cleveland 
Association of Credit Men, 322 Engineers Bldg., 
Hugh Wells, Mgr. 

Columbus—Central Ohio Credit Interchange & 
Adjustment Bureau, 244 So. Third St., J. E. 
Fagan, Mgr. 

Toledo—Adjustment Bureau of the Toledo Asso- 
ciation of Credit Men, National Bldg., H. W. 
Voss, Mgr. 

Youngstown — Adjustment Bureau of 
Youngstown Association of Credit Men, 
Mahoning Bank Blidg., H. B. Doyle, Mer. 


the 
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OKLAHOMA—Oklahoma City—Adjustment Bu- 


reau of the Cklahoma City Association of Credit 
_ 230 Terminal Arcade Bldg., A. L. Smith, 
Mgr. 


OREGON—Portland—Adjustment Bureau of the 


Portland Association Credit Men, 671 Pittock 
Block, G. W. Ingram, Mgr., W. Redman, Ex- 
ecutive Secretary. 


PENNSYLVANIA — Allentown — Lehigh Valley 


Adjustment Bureau, 403 Hunsicker Bldg., J. 
J. Reinhard, Mgr. 


Philadelphia—Adjustment Bureau of the Phila- 
delphia Association of Credit Men, 1502 North 
American Bldg., D. A. Longacre, Mar. 


WISCONSIN—Milwaukee — Adjustment 


Pittsburgh—Adjustment Bureau of The Credit 
Association of Western, Pa., 1213 Chamber of 
Commerce Bldg., H. M. Oliver, Mgr. 


Johnstown—(Eastern Dist. Office) Adjust 
ment Bureau of The Credit Assn. of’ Western 
Pa., 632 Swank Bldg., R. H. Coleman, Dist. 


Mgr. 


RHODE ISLAND—Providence—Adjustment_ Bu- 
reau of the Rhode Island Association of Credit 
Men, 61 Orange St., C. E. Austin, Jr., Mer. 


SOUTH CAROLINA — Greenville — Piedmont 


Credit & Adjustment Bureau, 210 Capers Bldg., 
A. N. Brunson, Jr., Mgr. 


TENNESSEE—Chattanooga—Adjustment Bureau 
of the Chattanooga Association of Credit Men, 
809 Broad Street, J. H. McCallum, Mgr. 
Knoxville—Adjustment Bureau of the Knoxville 
Association of Credit Men, American National 
Bank Bldg., W. E. Bibee, Mar. 
Memphis—Adjustment Bureau of the Memphis 
Association of Credit Men, P. O. Box 211, E. 
N. Dietler. 


TEXAS—Dallas—North Texas Credit Interchange 
& Adjustment Bureau, Suite 725, Santa Fe 
Bldg., Vernor Hall, Mgr. 
El Paso—Adjustment Bureau of the Tri-State 
Association of Credit Men, 622 Caples Bldg., 
James Neeson, Mgr. 
Houston—Adjustment Bureau of the Houston 
Association of Credit Men, 315 First National 
Bank Bldg., Morris D. Meyer, Mgr. 

San Antonio—Adjustment Bureau of the San 
Antonio Association of Credit Men, 318 Alamo 
a Bank Bldg., Henry A. Hirschberg, 
Mer. 


UTAH—Salt Lake City—Adjustment Bureau of 
the Inter-Mountain Association of Credit Men, 
1411 Walker Bank Bldg., T. O. Sheckell. Mer. 


VIRGINIA—Lynchburg—Adjustment Bureau of 
the Lynchburg Association of Credit Men, 405 
Lynch Bldg., S. H. Wood, Mgr., Mra. M. A. 
Blair, Asst. Mgr. 
Norfolk—Adjustment Bureau of the Norfolk- 
Tidewater Association of Credit Men (Branch 
Office of Richmond Credit Interchange & Ad- 
justment Bureau, Inc.), 1210 Bank of Commerce 
Bldg., Shelton N. Woodward. 
Richmond—Richmond Credit Interchange & 
Adjustment Bureau, Inc., J. P. Abernethy, 
Mgr., 208-10 State Planters Bk. Bldg. 


WASHINGTON—Seattle—Adjustment Bureau of 
Seattle Merchants Association, 314 Colman 
Bldg., H. S. Gaunce, Mgr. 


Spokane—Spokane Merchants Association, 718 
Realty Bldg., J. D. Meikle, Mgr. 
Tacoma—Wholesalers’ Association of Tacoma, 


802 Tacoma Bldg., E. B. Lung, Sec’y. 


WEST VIRGINIA—Clarksburg—Centrai W. Va. 


Credit & Adjustment Bureau, 410 Union Bank 
Bldg., U. R. Hoffman, Mgr. 


Huntington—Tri-State Credit & Adjustment 
Bureau, 1200 First Huntington National Bank 
Bldg., E. V. Townshend, Mgr. 


Bluefield—(Branch Office) Tri-State Credit & 
a Bureau, Bailey Bldg., C. B. Smith, 
Mgr. 


Charleston—(Branch Office) Tri-State Credit & 
Adjustment Bureau, 406 Capital City Bk. Bldg., 
Lee H. Henkel, Mer. 


I Bureau 
of the Milwaukee Association of Credit Men, 
706 Mayer Bidg., Jas. G. Romer, Executive 
Mgr. 
Green Bay—Adjustment Bureau of the North- 
ern-Wisconsin Michigan Association of Credit 
Men, Kellogg National Bank Bldg., C. W. 
Shekey, Mer. . 


Oshkosh—Adjustment Bureau of the Central 
Wisconsin Association of Credit Men, 76 Main 
St., C. D. Breon, Mar. 


FOR COMPLETE INFORMATION ON SER- 
VICES SEE OFFICIAL DIRECTORY OF 


ADJUSTMENT BUREAUS 
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for the man or woman in business is marked 
Progress by milestones in the form of increased responsi- 
bilities and better compensation. These evidences of advance- 
ment are won partly on the basis of experience, but they de- 
pend essentially on a far more important factor,—systematic 
education in the established principles which underlie sound 
business practice. 


The purpose of the National Institute of Credit is to provide 
at the lowest possible cost to the student, educational training 
which will e advancement in business not a possibility but 
a certainty. In the credit field, the Institute aims specifically 
to qualify its students, whether beginners, credit men, credit 
managers or credit executives, to move up to the position which 
is immediately ahead of them and which represents the next 


logical step in their advancement. 

: is a Department of the National Associa- 
The Institute tion of Credit Men. Its educational 
work is carried on through two main channels—class room 
courses offered under the auspices of local credit associations in 
a number of cities, and correspondence courses conducted from 
the National Office at One Park Avenue, New York City. 


Prospective students who are within traveling distance of 
one of the class room courses should, if possible, carry on their 
study in this way. By so doing they will get the advantage 
of personal contact with the instructor and opportunity for 
exchange of opinion and experience with other students. 


Those who are not able to attend-class room courses should 
arrange to take the correspondence work. 


Co now offered by the Na- 
Correspondence arses tional Institute of Credit 


are two: Credits and Collections, and Basic Economics. The ma- 
terial in each course consists of a text book, printed lecture as- 
signments, and problems to be solved and sent to the Director of 
the Institute for correction and grading, after which they are re- 
turned to the student with grade and comments. 


The text in the Credits and Collections course is “Credits 
and Collections,” by David E. Golieb and Richard P. Ettinger, 
published by Prentice-Hall, Inc. In connection with this 
course there are five problems. 


In the Basic Economics course the text is Henry 
Clay’s “Economics for the General Reader” (the 
American edition, edited by Professor Eugene E. 
Agger, of Columbia University.) 


Correspondence courses in Business English 
and Accounting are being planned and will 
be announced as soon as they are ready. 
Meanwhile a number of students are 
continuing their work toward the In- 
stitute’s certificates by taking corre- 
spondence courses offered by 
educational institutions such as 
Columbia University and the 
University of |§Wiscon- 
sin. Apply direct to these 
institutions for full im 
formation. 











De, Frank A, Pati 
NATIONAL INSTITUTE 
or Crevir Derr. 3 
One Park Avenue 
New York City. 
Will you kindly mail me in- 


formation concerning the fol- 
eck course 
























lowing courses: 
desired). 

“Basic Economics” ( ) 
“Credits and Collections” ( ) 
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REFUSE TO BE SUBMERGED— 
GROW WITH A GROWING PROFESSION— 
CLIMB TO THE TOP BY SYSTEMATIC 


TRAINING FOR CREDIT WORK 





NATIONAL INSTITUTE OF CREDIT 


One Park Avenue 


Dollars Invested In Study Bring Sure Returns 


When writing to advertisers, please mention the Credit Monthly 





CREDIT MONTHLY 




































Certificates The National Institute of Credit gives ty 





: _ Certificates, the Junior and the Senior Ce, 
tificate. The Junior Certificate is awarded to students who hay 
completed the following 300 hours of work. 
Credits and Collections................+.. See pieekeanabssocs 60 hours 
c oes eeee cere scene eer scars eeeeseeees ears ceeeseess 60 hours 
Business English. ...........ccccccccccecrccccccccesseccsvens 60 hours 
aebesshesenenedyane Le eeesceessesccssessseeccees OO hours 
Law of tracts, or Corporation Finance and Invest- 
i < iebcseshtiaheub then) sedis’ 6080 2nbevestbenenee 60 hours 
BED) Sounwhnvnancosncnactecccamnnpesscedesseecescesscneese 300 hours 





The Senior Certificate is awarded to students who have cog 
eed the work prescribed for the Junior Certificate ag 
additional hours (a total, therefore, of 600 hours) in thy 
following subjects: 
Law of Contracts, or Corporation Finance and Invest- 
ment Credit 









Business Law of Bankruptcy. .............2.s0.cesceseeee- 
ED... Kens ccncsconessbnscenesetesecces 
Foreign Trade and Foreign Credit 

NTT Tn nnn eee de enka knGheeeeeDeaneren 


Associates and Fellows in Credit Stadeang * 

awarded the Junior Certificate and who have had three years of 

ractical credit experience become Associates of the Natioml 

nstitute of Credit. Students who have been awarded the Senia ; 
Certificate and who have had five years of practical credit ex © 
rience become (provided they are at least 25 years of age) 
ellows of the National Institute of Credit. 





; 
1 } The educational work of the Institute 4 | 
Organization 1 “dik direction “of the Director a 
Education, aided by a Supervisory Committee, composed of 1 
board of four business educators and eight experienced credit 
men. The Committee on Credit Education of the Nation 
Association co-operates in establishing and maintaining loal 
chapters. 


Today is not too soon to get started on an Institute cours 

Fill out the coupon at the lower left-hand come 
of this page and send it at once.. By return mail you will receitt 
a general prospectus of the Institute, special bulletins describing 
the correspondence courses, and registration blanks. Tk 
courses are $15 each or $25 if taken together. This is at cot 
The aim of the Institute is not to make profits but to help # 
produce better credit men. 













































Even if you are not definitely engaged in credit work, or lode 
ing forward to it, remember that these courses will be of distin 
value to you in any business. When new policies are to k 
formed, modern business turns to the man who is tho 
trained in the principles of credit, for the man who knows 
knows business. 


Mail the coupon today, and the Institute will give you fal 
information concerning the courses. Then let the Institute he 
you to get a thorough knowledge of credit—the foundation stom 
of modern business. 










| 





New York City 
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a Juggler io 
ioe nd-to- mouth days. 


“We dealers have to 
keep enough capital in 
money sO we can pay 
you—and enough in stock to take care of our trade. 
It’s a regular juggling problem.” 


Jenkins had been called on the carpet by the man- 
ufacturer. 


“What would you suggest?” the manufacturer 
asked. “Another thirty days extension,” Jenkins 
promptly replied. “No,” replied his creditor, “I’m 
going to give you the name of an automatic 
juggler instead.” 


Like so many other modern manufacturers and 
credit men, he showed the dealer an Irving-Pitt 
stock control record. This form—one of the I-P 
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Records That Talk—tel/s the dealer when, where 
and how much to buy—how to stock his shelves. It 
is but one of many I-P Records which materially 
simplify the management of a business of any kind. 


How about you and your customers? Whatever 
your problem may be—whether it is buying or 
selling, turnover or expense, collections or pay- 
ments—there is an Irving-Pitt loose leaf way to 
analyze and control it. 


When you need an “automatic juggler” for any 
phase of your business it will pay you to “Ask 
Your Stationer.” 


IRVING-PITT MANUFACTURING CO. 


New York 


Kansas City 


Chicago 





ing — Records That Taik."’ 





Corner Broad and Wall Sts. 
Courtesy 
Equitable Trust Co. 


( J” HE Banking institution, besides offer- NSURANCE 


ing services indispensable to business, COMPANY. 
acts as a depository for the safekeeping of 
funds, documents and valuable property. naa 


Serving in a less tangible manner yet with 
utmost faithfulness, that great institution— 
INSURANCE is making possible the safe 
conduct of business to-day. 


KOYA 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES 4 
NEW YORK ATLANTA, GA. BOSTON, MASS. CHICAGO, ILL: SAN FRANCISCO, C& 
William Mackintosh, Mer. Milton Dargan, Mgr. Field & Cowles, Mgrs. Elwin W. Law, Mgr. H. R. Burke, sf 





